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Sterling, _ - 


Your Time Has Come 


very quiet, conservative people. We don’t say much— 


Ordinarily, we are 
and, in consequence, 


because we believe that “Actions speak !ouder than words,” 
we let the action ef our product impress its users. 

Sut NOW we ARE going to say something—WE ARE GOING TO MAKE A 
BIG NO!JSk—our present course has been chosen for us by two circumstances. 

First—during the war almost all building operations ceased entirely, which fact, 
at the present time, creates a demand for hundreds of thousands of new homes. 

Second—the present high prices of labor require the contractor to choose the 
latest labor and time saving devices in construction of these new buildings. THERE- 
FORE—HERE IS OUR BIG GUN. 

We want you to consider this problem as we have—we want you to see that 
there will be a big demand for serviceable Builders’ Hardware. 

We want you to KNOW why we have “the goods.” 

Take, for instance, our No. 77 shown above. 

It is an ideal Barn Door Hanger—the culmination of “knowing how”’—and it 
meets the most exacting requirements of g¢very contractor. 

Our No. 77 is storm-proof, rust-proof, fool-proof. It runs easily under the most 
trying conditions—we have tested it and tried it—with always the same result—it 
satisfies. 

That’s all we are going to tell you about it here—we want you to look at the 
illustration closely, once more, and note the fine, sturdy lines of our Number 77. 

That’s our appeal to your reason—we still have some interesting catalogues left. 

Get acquainted. 


National Manufacturing Company 
Illinois 
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Where in clever stunts and snappy ideas are brought into play along 
with business and interest takes a jump sky high—your 
own meeting should be this way 


By Ep. DAVIDSON 


HE other night I attended a meeting of the Hard- 
T ware Dealers’ Association. A friend of mine is 

president, and said to me the other day: “Ed, I 
wish you would come down and give our association 
the once over and see what you could suggest so that 
I could get a better crowd out.” 


I’m president of the local Ad Club, and friend Hard- 


ware Man has heard about our meetings. We meet- 


every Wednesday noon, as is usual with Ad clubs the 
country over, and, of course, the success of a club is 
considerably dependent on its meetings. So we have 
experimented quite a bit and gotten the thing down to 
a pretty good basis. 

This Hardware Dealers’ Association meeting was a 
pretty sad affair to tell you the truth. Too much em- 
barrassment and stiffness—you know, nobody thawed 
out, everybody was awkward and uncomfortable, and— 
well, you could hardly call it a success from any point 
of view. 

Now, about six years of weekly meetings of the Ad 
Club has given us an opportunity to analyze the psy- 
chology of the situation, and I think you hardware men 
might be able to get a little dope from our experiences 
that would help you. 

Promptly at 12:10 each Wednesday noon the crowd 
assembles for luncheon and it is one babel of conversa- 
tion and salutation from then on. And this spirit has 
been inculeated and fostered by what I term “jazz,” for 
want of a better name. 

When the meal is about over I get up and pound the 
table for order, and the “gang,” for such it is at this 


stage of the meeting, gets ready to “ride” me and de- 
termined not to let me put anything over on ’em. 

“Well, fellows,” I start out, “Tom Jones has a guest 
with him to-day—Tom, will you please introduce your 
guest?” 

’ And Tom has his little speech ready because he knows 
it is the custom to begin by introducing the guests, and 
so he gets up with his guest and says: “Boys, this is 
Mr. Smith of Smith & Wesson, who is in town to-day 
trying to sell me a bill of goods.” 

“Fat chance,” or “better look up Tom’s credit before 
you sell him,” yells someone in the crowd, and every- 
body laughs, and Tom’s friend gets generous applause 
and sits down smiling. 

Right here I want to say that we have an understand- 
ing that the boys are to tell their guests that they are 
not expected to make a speech. There are too many who 
cannot make speeches, and we have had too much ex- 
perience along that line to take any chances—also, it is 
liable to prolong the program, which of itself is one of 
the worst things that could happen, for rule No. 1 
should be to adjourn promptly at any cost. The men 
must all know when they are going to get back te 
business. 


Putting Pep in Meeting 
‘THE guests out of the way, I start out something like 
this: “You know, fellows, last night my little kid 
insisted on my reading an animal A, B, C book to him. 


It begins like this (I have the book in my hand), A 
stands for Alligator. 
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Intra Venus injection of pep- 

tonate of tron, translated means 

“Chock full of Pep.” Chock 

full of Pep means more busi- 

ness. More business means 
bigger profits 











“Now, Bert Rogers, name an animal that begins with 
B. And it will cost you just ten cents for not knowing 
your lesson,” I hasten to add, if Bert doesn’t come right 
through, for you must make these stunts snappy or you 
don’t get what you are after in the way of pep. 

“All right, Bert; now, next man, C.” Maybe the 
next one kicks in with an animal starting with C, and 
I pass him quickly for D to the next. Probably D is 
laying for me, and so I say: “No, that isn’t what the 
book says,” and I read him a little rhyme about some 
member of the club which I had prepared the night 
before and pasted over the D in the book. 

This, of course, gets a laugh, and tickles the man 
about whom it is written—he, at least, is with me the 
rest of the “warm-up” stunt. 

By this time the boys have counted down the line 
and are ready with their animal, so I either switch over 
and start in somewhere else or spring something else 
on them, as: ‘George, how much is five and five?” 

“Ten,” says George, and “that is just the amount you 
will pay into the kitty,’”’ I come back, and everybody 
gives George the laugh for making his own fine, and 
we pass on. 

A few minutes, say five or ten, is enough, and before 
it wears out, and in fact when it gets to its apex, as 
you might say, I pound the gavel and announce who is 
to be chairman at next week’s meeting, and then turn 
over the meeting to the chairman of the day. 

This chairman idea, we have found, is great stuff, 
for it gives you an opportunity to work in the members 
of the club, and it will surprise you the amount of 


Everyone was embarassed 


1 HEY,GET A GOSH, IT , 
| NON-SKID SLIPPED. 
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interest a chairman will take if you give him a little 
help. 

The chairman usually has dug up some noted visitor 
to the city who has a short message along business lines 
of interest, and it must be short, for it is better to have 
two short talks than one long one. By short I mean 
ten or fifteen minutes. Most men can tell their story in 
that length of time, and if they don’t it gets tiresome, 
anyway, so I always take the opportunity of talking to 
the speaker at the table before his turn comes and 
frankly tell him our rules and the necessity of sticking 
to the program on the matter of time. 


Selecting the Chairman 


(>* course one must use judgment in the selection of 

chairmen, also, and should always tell him of his 
selection before announcing it to the club, for a chair- 
man must never “fall down” on you. It is bad, psycho- 
logically—it makes others think they can dodge the 
responsibility. 

However, you can pull a lot of little fake stunts, such 
as drawing the name of the next chairman out of a 
hat, by simply putting blanks in and pretending to read 
a certain name. Even if they catch you at it its good 
jazz, and the crowd enjoys it. 

I don’t want you to get the idea that our meetings are 
all fun, because I never allow it to extend over ten or 
twelve minutes—it’s just the little “loosening-up” stuff 
that puts an audience on its toes and makes them re- 
ceptive to the more serious matter that follows. 

My story has to do only with the few minutes that 
puts the “kick” into the meeting. 

The problems of our club are usually thoroughly 
thrashed out among the board of directors or special 
committees, and come to the general meetings with a 
concise statement from the chairman which generally 
means that they are passed without taking up much 
time. 

However, we occasionally have what we term a “policy” 
meeting, at which we do some general discussing and let 
the boys get things off their chests. 

But to get back to the regular stuff. Programs must 
have balance, and too much jazz is almost as bad as 
none. I was going to say fully as bad, but this is not 
true, in my estimation, for a sad meeting never gets 
you anywhere while a jazz meeting encourages good fel- 
lowship, which is the biggest asset any organization 
can put over. 

So I will confine myself to a few “stunts” which we 
have tried with success, and which can easily be put over 
in ten or twelve minutes. 

Once in a while I call on the boys to stand up, one at 
a time, around the table and give their name and busi- 
ness, with the understanding that the rest of the club 
can call out the member’s first name and drown him 
outif hecan. This, of course, works two ways—it gives 
the unknown man a chance to make himself known, and 
it gives the club a chance to kid the well-known member. 

The fundamental idea back of every stunt should be 
promotion of acquaintance. We even have buttons about 
three inches in diameter which the secretary spreads out 
on the table before the meal, and we each put them on 
during the meeting and take them off at its end—thus 
you can recall your neighbor’s name and business at 
the table by glancing at his button. 

Before a recent meeting I looked up the phone number 
of six or eight of the boys, and for my stunt said: 
“Boys, I am now going to call you up on the phone. 
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and when your number is called stand up and keep 
silence.” 
Little Stunts That Work 

§ Raper I called out Main 357, and Les Mills stood up. 

and I pointed to another fellow and said, “What is 
this man’s name and business location?” Of course I 
levied a small fine if he couldn’t come through. And, 
of course, I varied ‘the idea by making the fourth man 
guess the other’s age within five years, or his weight, 
and fined him if the man he was guessing claimed he 
was off. P 

By the way, I forgot to mention that we are using 
our fines for Christmas candy for the Children’s Home, 
and at other times of the year for flowers to be sent to 
sick members. 

Recently I made a newly-wed stand up, and I fined 
him $10 and instructed the sergeant-at-arms to see that 
“the poor little woman who had drawn this man for 
life’ got the ten. Of course, you must be careful not 
to embarrass, for that is just what you are trying to 
overcome, and by that I mean that I had told this man 


























Each man wore a name tag 


before the meal what he could expect so that he might 
have the $10 about him, which was given back to him 
after the meeting. 

A stunt that is too elaborate should be avoided because 
unless very well staged it will fall flat, and a sad joke 
is about the saddest thing I know of. 

However, here is one the chairman pulled on me 
lately and it went over big. I am bald, and when we 
took our seats at the speakers’ table three other mem- 
bers of the club came in with wigs on resembling my 
pate and sat down at my side. Nothing was said until 
the chairman took over the meeting, and then he called 
upon one of the members and asked him if he could 
see any resemblance between the president and the 
géntlemen sitting next to him. 

Of course, this fellow was primed, and he made a little 
talk, and said he was at a loss to know which was the 
president until he noticed that I was smoking and the 
others were not. Just then some one (also primed) 
Jumped up and moved that the president be required 
to furnish cigars to the three, and the cigars were 
brought out, and everyone thought it was a good joke 
to fine me. Which, while I think of it, is something I 
do to myself oftentimes when someone comes back at 
me pretty strong. 





Ed Davidson is one of the 

1920 surprises HARDWARE 

AGE has for its readers. You 

will find his article timely 

and written in the spirit of 
5 op”? 











Now for the Hardware Meeting 

ERE is an idea for a hardware meeting: Distribute 
white cards about 5 x 7 inches, which you can get 
some printer to give you, and make everybody draw a 
picture of a stove, for example. You should spring 
stunts of this kind a few minutes before they are 
through eating, and then when you call the meeting to 
order and get the guests introduced and announcements 
made, take up the cards and exhibit a few of them, and 
with your own remarks and those which are sure to 
be contributed by the crowd you will get a good laugh. 
I followed a stunt of this nature up by taking the cards 
home and inking the drawings in and giving them to one 
of the newspapers, who had a cut made of them and 
published them with a good story. Of course I had each 

member sign ais name to his card. 

One time I interrupted the boys’ eating and dis- 
tributed slips of paper with instructions that they must 
each write a little rhyme with their name and business 
included. Then when the meeting was called to order 
made them stand up one at a time and read their rhyme 
or forfeit the usual fine of ten cents. You will. get a 
lot of very clever stuff this way, and even if some of 
it is the bunk it will be funny. 

Next week I expect to have a fake phone installed 
and buzz it every once in a while and pretend that some- 
one has called up, and frame my conversation so as to 
kid some one. I might have the wife of some bachelor 
call up or the sworn enemy of some member invite him 
over the phone to a house party or any of a number of 
things that will immediately come to you as you run 
through the names of your members. 


Three had bald wigs” 
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For the Tired Business Man 


A free you get working along these lines a few times 
they will come to you fast enough, and the boys 
wil! look forward to your little stunts, and it will put 
the pep in your meetings that you want. It will boost 
good fellowship, and you will finish your meetings on 
time and go back to work with renewed vigor and a 
elearer outlook and better perspective on things. 


The greatest good to the greatest number means suc- 
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We have no long speeches 


cess for your meetings and the meetings in which any 
individual takes part stands out for him as an interest- 
ing one no matter how small the part. 


It is wonderfully inspiring to note how some of the 
most serious-minded and stiffest men thaw out under 
these homely little stunts and really enjoy themselves. 
And when your “gang” gets calling each other by their 
first names and kidding about most personal trivialities 
you are beginning to get a club or organization that 
will eat up work with enthusiasm. 


Sometimes it may come rather hard and sometimes 
your line of dope may seem awful sickly, but if you 
will make a study of your crowd and persevere you will 
be rewarded abundantly. 


New England Meeting 


The New England Iron and Hardware Association held 
its twenty-seventh annual banquet at the Hotel Somerset, 
Boston, on the evening of January 13, some 170 members 
and guests attending. President Charles W. Henderson, 
Jr., presided. During the dinner there was singing led by 
a singmaster and orchestra. The ballroom, in which the 
dinner was served, was handsomely decorated with the 
national colors. 


Following the dinner, President Henderson introduced 
Hon. Samuel L. Powers as toastmaster. Mr. Powers outdid 
himself in this position. He introduced as the first speaker 
of the evening Hon. M. M. Neely, member of Congress from 
West Virginia, who told in a direct manner some startling 
facts in connection with the present unrest in this country 
and the world over. 


Mr. Neely was followed by Hon. Simeon D. Fess, member 
of Congress from Ohio, who brought out clearly the neces- 
sity of the American business man leading in the movement 
to put down I. W. W.-ism in this country. Some of the facts 
he brought out were as startling or more so than those 
given by Mr. Neely. Hon. Channing Cox, lieutenant gov- 
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ernor of Massachusetts, then spoke briefly on the radicals 
in his state and the country at large. Owing to the length 
of Mr. Fess’ address and the lateness of the hour, Rev. Dr. 
Ashley Day Leavitt, who was due to speak, begged to be 
excused. President Henderson then adjourned the ban- 
queters. 


The Rub-Rex Products, Inc., Indianapolis, Ind., has been 
incorporated with $750,000 capital stock to manufacture 
rubber products. The directors are Scott C. Legge, Theo- 
> — Louis E. Klug, George E. Goble and Edwin 

° mricn,. 


The Jamestown Metal Desk Co., Wellman Building, 
Jamestown, N. Y., has had plans prepared for a one-story 
plant on Blackstone Avenue, 80 x 220 ft., to cost $50,000. 


The White Metal Bed Corporation, 999 Metropolitan Ave- 
nue, Brooklyn, N. Y., has leased for ten years a five-story 
factory at 571-73 Flushing Avenue, comprising about 25,000 
sq. ft. of floor space, for increased operations. 


The American Steel & Wire Co., Hamilton Avenue, Tren- 
ton, N. J., has awarded a contract to the J. H. Morris Co., 
Broad Street Bank Building, Philadelphia, for a one-story 
addition, 60 x 100 ft., to cost $25,000. 


The Standard Motor Parts Co., Lebanon, Ind., is having 
plans drawn by John Hetherington, architect, of that city, 
for a plant which will be located on the corner of Ballard 
Street and the Central Indiana Railroad. 


The Hovley Cushion Wheel Co., Los Angeles, Cal., has 
been incorporated with a capital of $500,000 by Peter P. 
Hovley, B. F. Coons and Wallace A. Coons, to manufacture 
special automobile wheels. 


The Radio Spark Plug Co., Belleville, N. J., has been in- 
corporated with a capital stock of $120,000 by William J. 
Martin, John H. Becker and Lester E. Beardslee. 


The Fowler Nail Co., Seymour, Conn., will move to Buf- 
falo as soon as a new factory there is completed. 


The McPhilben Light Fixture Co., 264 Fulton Street, 
Brooklyn, N. Y., manufacturer of metal lighting fixtures, 
has acquired property, 56 x 114 ft., fronting on the Long 
Island Railroad, near Jamaica Avenue, Jamaica, N. Y., as 
a site for a new plant. 


The Champion Auto Equipment Co., Hammond, Ind., has 
been incorporated with $100,000 capital stock and has taken 
over the business of the Champion Potato Machinery Co. 
It will erect two new manufacturing buildings, each 100 x 
350 ft. 


The Perfect Window Regulator Co., 415 Greenpoint Ave- 
nue, Brooklyn, N. Y., has arranged for the construction of 
a new one-story plant, 95 x 240 ft., at Harris and Van Alst 
avenues, Long Island City, N. Y. 


The Ajax Fastener Co., New York, has been incorporated 
with a capital of $100,000 by S. Katz, M. N. Cohenne and R. 
Steiner, 239 East Twenty-sixth Street, to manufacture 
metal snap ‘fasteners. 


The Erni Washer Co., Oconomowoc, Wis., manufacturer 
of domestic washing machines, will build a two-story brick 
addition, 35 x 70 ft., costing about $15,000. 


The Simms Magneto Co., North Arlington Avenue, East 
Orange, N. J., is planning plant enlargements for increased 
output. 


The F. Rassmann Mfg. Co., Beaver Dam, Wis., manufac- 
turer of steel barn equipment and farm accessories, will 
increase by 100 per cent the capacity of its gray and malle- 
able iron shop and machine works. The investment will be 
about $60,000. 


Notice has been received that the Southern Railway 
Supply and Equipment Company has changed its name and 
hereafter will be known as the Southern Hardware and 
Supply Company. The new company intends to continue 
to serve its railway supply patrons but to also branch out 
into the hardware field in the south and the southwest. Its 
headquarters is St. Louis, Mo. 


The New England Paint Supply Co., a Massachusetts 
corporation, has issued an additional 125 shares of 7 per 
cent cumulative preferred stock, thereby increasing its 
capitalization $12,500. 
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By WAYNE MENDALL 


N the last article I introduced to readers of HARDWARE 

AGE the store character, “Sandy,” as a suggestion 

for use in all advertising to give the hardware store 
a personality. After “Sandy’s” first introduction there 
should be several advertisements that will thoroughly 
acquaint the public with what the character signifies. 

Next to newspaper advertising, the right kind of a 
store paper is one of the best advertising mediums ever 
devised. I have found this true from my own experi- 
ence. I am introducing to you the first issue of “The 
Sandpaper,” a monthly magazine devoted to advertis- 
ing the store and the store policies rather than the mer- 
chandise. 

A store magazine is a good thing for the clerks as 
well as for the public. The clerks read it eagerly and 
are quick to catch on to the promises of good service 
and they unconsciously try a little harder to live up to 
their reputation. See if this isn’t so. 

My suggestion is that if you start to issue a store 
magazine that you do not, at first at least, use a mailing 
list. It is better to make a window display of the store 
papers, with a show card inviting people to call for a 
booklet. This brings people into the store, creates a lot 
of talk and provides a means of making up a mailing 
list if desired. 

On the front cover of the initial number of “The 
Sandpaper” I have printed this: 

Sandpaper is a square sheet. Its chief purpose is to 
smooth the rough places. Guaranteed to brighten dull 
spots without disturbing the temper. “It sure is right 
up to the scratch.” 

On the first page inside the cover I have a page 
entitled “Introducing Sandy,” which says: 

To Sandy’s many friends we take pleasure in pre- 
senting his phunny stuph for their disapproval; but to 
his new acquaintances we offer the following apology: 

Sandy is an imaginary editor. He works in the 
Store. 

With careless precision he reproduces the fictitious 
thoughts of an alleged mind. 

He writes for his own amusement. You know—just 
like other people play golf, drink booze or see the 
movies. It’s his hobby. 

Sometimes he hurls heavy-brow hints. They are 


House Organs and 
Better Business 


Clever ideas on getting out the store 
magazine— Having one thought and 
being able to express it so it is 

thoroughly understood 


always inspired by a faulty digestion, a reluctant bank 
account, or a guilty conscience. 

More often, though, Sandy’s sayings are prompted 
by a sincere desire to get in touch with nature—human 
nature. 

So it is that Sandy wants to be amused and amusing, 
and—above all—to be understood; and his interpreta- 
tion of the unpardonable sin is this: 


Written in Everyday Language 

ON’T tell the same joke twice to a sane crowd. 

The Sandpaper must not be taken seriously. It 
will be generally inconsistent, sometimes truthful, and 
occasionally interesting. It is written in every day 
language about every day life. 


This was the cover of the first issue of “The 
Sandpaper” The contents were neatly made up 
and the entire organ proved attractive 
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This should get them in the store, and it is then up 
to you to get them on the mailing list 


No continued stories—everything complete in one 
issue. There may be more issues, but we make no 
promises. 

All of the matter in the Sandpaper does not strike 
this light and flippant note, however. Take, for ex- 
ample, the description on the back cover of “Our Kind 
of a Store,” which says: 

A Store that serves the people as they want to be 
served—with the things they want, at the times they 
want them, at the prices they like to pay. 

A Store that has the same standard of value-giving 
day after day, the same usefulness throughout the 
year; always in readiness, seldom in error, never out 
of tune with the times. 

A Store full of activity, saturated with vitality, 
throbbing with enthusiasm; ever new, always changing 
—adding the charm of novelty to the lure of price. 

A Store rich in good-will; with a spirit of cheerful- 
ness and helpfulness; thrilling every visitor with its 
warm welcome, its honest face, and its smile. 

“Have You Been in the Store Lately?” is the heading 
on another page in the Sandpaper. “If not,” it con- 
tinues, “we invite you to drop in and see what we are 
doing to give you better service. 

“This business was well founded. It has held old 
friends and made new friends, until now its list of 
customers is an honor roll of the best known individuals 
and institutions in the community. 

“We are constantly striving to establish new high 
standards of service. New equipment, able helpers, 
dependable merchandise—we are exercising every in- 
genuity in our purpose to be more helpful to YOU. 

“Come in and see us as soon as you can. But in the 
meantime—we have appointed a man whose special duty 
is to take good care of your telephone calls— 

“And behind him is an ever increasing supply of 
Superior hardware.” 


The New Year’s Resolution 


}* the eve of a new year The Sandpaper makes this 
resolution: 

“To pursue still further the success we have won; to 
defend against all men our title to supremacy ;-to build; 
to strengthen; to improve— 

“__This is our purpose. 

“Men who assume responsibility; who can take jobs 
and hold them and make them bigger jobs; men, who, 
when necessary, are willing to submerge their own 
personality in the development of team play— 


Hardware Age 








Catchy little say- 
ings, timely ad- 
vertising, courte- 
ous treatment of 
customers and 
prospects, clean- 
liness and work 
will make your 
business a_ big 
business and 
your profits 
large enough to 


cackle about. 





“__This is our need. 












Of0 
Sam 


What this means 
on Hardware 


It means that “Sandy,” 
the best judge of good hard- 
ware in our Store, has 
staked his reputation on it 
and signed his honest name. 





_Sandy works in the ship- 
ping-room. He opens all 
the boxes as they come 
in, and keeps a close watch 
over the goods that go into 
stock. He is a keen judge 
of values and his opinion is 
unshakable. When he puts 
his “O. K.” on an article, 
you may absolutely depend 
upon it. 


















It will pay you to look 
for this mark when you are 
seeking superior hardware. 
It is a mark of discrimina- 
tion, an insurance against 
disappointment. It is just 
one of the refinements of 
service that you have 
learned to expect from our 
kind of Store. 












Don’t forget to look for 
Sandy’s “O. K.” 







Superior 
are 
NEW YORK 


“Rapid-fire initiative—with ability to create, to organ- 
ize, to execute; tact; confidence without egotism; imag- 
ination tempered by judgment; courage to seek new 


Show cards featuring Sandy and his “O K” can be 
worked out for the window 











O andy Says 


“Business is 
ickin up at this 
good old store” 
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Suggestion for window display which will most effectively introduce your store char- 
acter “Sandy” 


paths; health and enthusiasm; experience—both in think should go into a store paper—things that will ex- 
success and disappointment press the individuality of the store. 





“We have traditions to uphold; obligations to fulfil; With this article I show a rough drawing of the win- 
a goal to reach— dow display suggested to introduce The Sandpaper *o 
“We say it sincerely.” . the public. I also make a suggestion of a show card 


I have given you an idea of the kind of material I for use in this window display. 


Here Is an Attractive Kitchen Window 























Jens Sorenson of the Nicholas Hardware Company of Oak Park, IIll., certainly knows how to display his goods. 
This window would immediately stop any woman purchaser and sales would probably follow 














What the WL NN Oi TF, E SJ. TE R Chain Stores 


Mean to You 





Letters from all over the country pro and con are pouring in— 
Business papers discussing new project also 
—What do you think? 


EDITOR'S NOTE— 

Retailers, wholesalers and manufacturers in 
every corner of the United States and Canada 
have taken up the Winchester chain store dis- 
cussion and since the issuance of the first article 
in HARDWARE AGE, five weeks ago, arguments 
from every standpoint have been started from 
one end of the country to the other. It is but 
natural that dealers both large and small, with 
mixed emotions and a great divergence of opin- 
ion, are daily sending to the editor letters stat- 
ing their views. We are always glad to get 
these expressions, whether they agree with any 
of the articles or not, and we will publish them 
as they come in, as we firmly believe that an 
unbiased discussion of the Winchester plan is 
of vital importance to every person interested 
in the hardware business. 





St. Paul Wholesaler 


St. Paul, Minn., January 10, 1920. 
Mr. Roy F. Soule, 
239 West 39th Street, 
New York City, N. Y. 


Dear Sir: 

It may interest you to know that after giving the 
matter very careful consideration we have decided that 
inasmuch as we are unable to furnish Winchester fire- 
arms and ammunition to retailers at the same price as 
the Winchester Company are themselves quoting to 
such trade, it will be impossible for us to continue han- 
dling Winchester goods. We have therefore eliminated 
all Winchester products from our catalogue, this term- 
inating our relations with the Winchester Company. 

You may make such use of the above information 2s 
you may consider desirable. 

Yours very truly, 
FARWELL, OZMUN, KIRK & CO., 
(Signed) A. J. HoLMEs, Dept. Mgr 


Illinois Dealer 
Carlinville, Ill., January 10, 1920. 
Roy F. Soule, 
New York, 


My dear Roy: ;, 
I have just read with interest and smiles the jobbers’ 
position on the Winchester plan. 


What a difference it 


makes when the shoe pinches your own feet rather than 
someone elses. 

That “Resolved,” the Executive Committee of the Job- 
bers’ Assn. passed sounds familiar and I trust they won't 
try to claim it is original, for of course you well know 
they have stolen it from the retailer (Chicago platform). 

I am so pleased to find that they have so much interest 
in the ninety per cent of retailers—how we retailers 
have been trying in years gone by to interest them in 
that same ninety per cent. 

By golly it sure is good. 

I am glad that the Winchester Co. has dropped a boom 
in their midst, and if I lose the large amount of money 
I have put in Winchester stock, as has been suggested 
by some jobber, it would greatly embarrass me and 
other retailers financially. I cannot help but feel that 
it is money well spent and that we poor devils who have 
sacrificed ourselves on the Winchester altar will be re- 
membered as martyrs in the cause of the retailers, and 
that at some future date they will erect a monument 
in our memory for having been the cause of waking up 
the jobber and interesting him in the retailer. 

Of course I take it by the interest shown that if it 
were not for the retailer they would not allow the Win- 
chester plan to disturb them. 

There is only one thing that worries me, and that is, if 
the jobbers and manufacturers of hardware are honestly 
and truly wakened up and desire to take a little interest 
in the welfare of the retailer, the day of Resurrec- 
tion must be near, and that before it gets to working 
the end of the world will come and I will lose my $300 
that I put in Winchester stock. 

Treat ’em kindly, d "em, 

Respectfully, 
C. T. WOODWARD, 
Woodward Hardware Co. 





York State Dealer 


Schenectady, N. Y., January 8, 1920. 
Mr. Roy F. Soule, 
239 West 39th Street, 
New York City. 


I read your editorials—Winchester. I note you fol- 
lowed the late Grover Cleveland’s advice. A writer 
asked Grover Cleveland when he was making his first 
campaign for the presidency what he would say in his 
paper as to a disagreeable or unfortunate report. 
Grover Cleveland said tell the truth. Good health, 
prosperity, happiness to you the New Year. 

(Signed) JAMES F. GANNON, 
214 Hulett Street, 
Schenectady, N. Y. 
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“Drug Topics’ Comment 


NTEREST in the Winchester plan is not alone in the 
hardware trade, but business papers for all lines 
have made mention of it. Probably the most inter- 

esting and recent comment comes from Drug Topics, a 
breezy little sheet issued for the drug trade in general. 
It is published by the Topics Publishing Company, New 
York City. Says this magazine: 

“Wholesale and retail hardware dealers throughout the 
United States are in a high state of nervous excitement 
over the announcement that Louis K. Liggett and his 
friends have bought the Hardware Department of the 
Winchester Arms Company and plan to start in the hard- 
ware industry a chain of retail stores similar to the 
Liggett chain of retail stores in the drug trade. A num- 
ber of these stores are already under way in New 
England. 

“Up to the present time the hardware field has been 
one of the few lines of retail merchandising in the United 
States that heretofore has not had any chain store or cut 
price problem to solve.” 

It continues, stating that the hardware dealer hereto- 
fore has been unusually prosperous, that they have 
always received full price for everything, and that they 
have made no unusual attempt to combat competition 
such as department stores, ete. It further bemoans the 
fact that the drug trade has not been as well managed 
or as prosperously conducted. It then enumerates the 
many trials and tribulations which the druggist has to 
contend with and sums up the hardware merchant 
thusly— 

“—-and he’s never pinched except when his chauffeur 
runs his Pierce-Arrow head-on into some fresh peon who 
fails to salute. 

_“He enjoys all the immunities and privileges of a good 
citizen in special standing; is usually, next to the banker, 
regarded as the leading merchant in his neighborhood; 
is an officer in his local Board of Trade and if he has 
religious inclinations, is an elder, steward or vestryman 
in one of the leading churches. He has successively been 
errand boy, clerk, salesman and owner and is a graduate 
of the University of Hard Knocks true to form. First, 
last and always his chief aim in life is to be a good mer- 


chant, and in this we are told he is considered strictly 
Class A.” 


That the hardware man is scarcely all that the drug- 
gist evidently thinks he is is clearly shown by this sum- 
marization. Drug Topics, however, says that “now 
that he is settling down into a comfortable old age he 
shudders at the intrusion of the Liggett interests and 
fears cut prices will follow. 

“Mr. Liggett’s genius, enterprise and aggressiveness 
as an organizer and sales promotion stylist alarms him 
for the future. 

“And there be folks who think that he has need to 
be alarmed,” they comment. And here is a suggestion 
for the retailer based upon Liggett methods: 

“Most of its supplies are packed in bulk and doled out 
piecemeal to the consumer wrapped up loose in paper. 
In contradistinction to this plan the Liggett chain will 
cultivate the consumer and through the use of smaller 
units packed in attractive consumer size cartons, similar 


to the drug trade, will strive to build up more small 
consumer business.” 


In closing they pay tribute to the fighting spirit of 
the hardware man: 


“If he is going to be licked, the hardware dealer pro- 
poses to go down with his boots on. He intends to fight. 
He has now got on his war paint and the tocsin is calling 
the clan to war. 

“To combat the chain, wholesalers have been scurrying 
for the last month to all industrial points where hard- 
ware is manufactured trying to corner the output of 
factories so as to shut out the Liggett chain. All are 
busy preparing sales promotion literature. Salesmen are 
being schooled in a new line of talk. New speed and 
more intensive effort is everywhere urged. Watch the 
fur fly!” 






The Annual Toy Fair 


REAT preparations are now being made by American 

toy manufacturers for the Annual Toy Fairs which 
will be held in various places in the toy district of 
New York City. Manufacturers from all over the 
United States will exhibit their wares in one of the 
several designated places and unprecedented success 
this year is predicted. Competition from German job- 
bers and exporters will be practically nothing, as the 
American toys are standing in the foremost position in 
this country to-day. 

The Toy Fair will open on Feb. 2 and last for six 
weeks. Many of the exhibits will be of the year-round 
variety, but the great majority will move back to their 
own showrooms after the fair has been held. The 
Hotel Imperial, Hotel Breslin and Union Square Hotel, 
many places in the American Woolen Building, the 
Fifth Avenue Building and the Flatiron Building will 
be the scenes of general toy displays. Of the hotels 
the Imperial bids fair to have the largest number of 
exhibitors, with the Breslin second. 

During the time that the exhibition is on toy buyers 
from all parts of the world will visit the centers. For- 
tunately the toy district of New York is well centered 
and a buyer does not have to travel far to see the vari- 
ous displays. 

The big cry this year will be for American-made 
toys only. German-made dolls and other toys will be 
strictly taboo and buyers will kindly remember that 
the United States is still in a state of war with Ger- 
many, no peace treaty having been signed. Through 
the efforts of HARDWARE AGE the slick scheme of the 
Germans to float a $100,000 worth of German-made dolls 
just before Christmas was exposed, but German jobbers 
are everywhere using the same uncouth and unscrupu- 
lous business methods which characterized them dur- 
ing the World War, in an effort to break through the 
lines of industry and set up a German toy plutocracy. 
They consider American manufacturers “Schweinhund” 
and fair play a “scrap of paper.” 

They are still laughing at honor and honorable 
methods of business and abusing roundly Americans 
who claim that they can make toys on a par with those 
made in the “dear Fatherland.” American manufac- 
turers, however, are asking merchants and buyers to 
compare the goods. That is their strongest argument. 
Compare American workmanship with Hun products 
and decide for yourself. Nothing could be fairer, and 
if the German exporters will stand for it place the 
toys side by side. There will be no argument on price 
deliveries or quality. Any vague theughts which you 
might have had in regard to stocking with German 
goods will vanish as completely as did the Hindenburg 
line. 





The Spring Buying Number 
—February 5, will contain 
more good suggestions than 
usual. All regular depart- 
ments and plenty of features 
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Straight Tips from 
Salesmen for the 
Hardware Buyer 


Knowing the Business Is the Buyer’s Task— 
Don’t Be Set in Your Ways — 
Know the Markets 











Both buyer and salesman learn much from these letters. 


country and apply to every section 


They are from all sections of the 








VILLISCA, IOWA, Dec. 20, 1919. 
Editor HARDWARE AGE: 


DEAR SIR—The hardware store is a complicated piece 
of machinery, and like the auto or aeroplane, if ne- 
glected, will not get very far on the road to business 
success. The buyer for the store is one of the most 
important pieces of machinery about the big machine. 
He is the gasoline tank, the gasoline and motor com- 
bined. To be a good buyer he should have the whole 
business thoroughly in hand, from the amount of money 
in the bank, and the financial resources, to the smallest 
item in the stock. Then he knows where to start. Then 
the best buyer must know seasonable articles, time of 
year to buy, and the past two or three years experience. 
Then the best buyer will not only buy quantity he can 
turn quickly, and not try to buy for a whole season 
simply because he gets a guarantee price he gets the 
advantage on the first of the season by the dating, but 
all one season’s buying, loses him on the turn-over what 
advantage he had in his speculative buying, the first of 
his dating period. The gambler seldom places all his 
money on one turn of the card, and the buyer should 
not place a full season’s buy on one dating period. I 
have seen big quantity buyers do a big business and 
not make any money. Small buyers get rich, and 
apparently the big store was the best business concern 
until the buyer thought the quantity price was better 
than the small quantity turn-over. 


The best buyer is not set in his ways. He is not a 
stand-pat. He is not stubborn. He listens and uses 
his judgment, and is flexible. He doesn’t get in a rut, 
but keeps looking forward to new things and new 
equipments. His show windows make his store the 
most up-to-date place in the community. 

The best buyer will get some of his most interested 
clerks to help him assort up stock, and see that other 
clerks are near enough to him to wait on trade while his 
mind is on buying. No buyer can buy a large order or a 
complicated order successfully, and wait on the general 
run of trade that comes into the store. This is the 
most important thirg in buying of all in the small stores 
that have from one to six clerks. The clerk usually 
gets out if the buyer is in, or the buyer sends him away, 
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saying: “He can attend the store and do the buying,” 
and he is not doing a very good job of either one. 

The best buyer watches his stock. It is just as im- 
portant to have a tea strainer on the shelf as a keg of 8 
common nails, as a broken stock discourages your 
customers. 


I have a customer who depends on me to keep his 
stock assorted up. My plan was to take his want book, 
go through his stock, assort it up, and then turn the 
want book over to him to buy. The former trip he was 
out of quite a number of items, and the invoice was 
larger than usual. Seeing me with the want book 
assorting up the stock, he says, “Don’t put so much 
stuff down on that want book.” I, joking, says, “John, 
I tell you what you do when you sell all the goods. You 
want to lock the front door and don’t let them come in 
here and call for regular stock you are out of as it 
doesn’t look well when they know you have the money to 
buy, and are running a business to sell goods, and you 
let your piece of machinery, the hardware, get a broken 
stock like a broken wheel, or cog, so it rattles so that 
you can hear it all over town. ‘How Brown’s hardware 
store must have a poor buyer. He doesn’t keep his 
stock up. He never has anything you call for; and he 
never has anything new until everybody else has it. 
I guess he must like to count his money better than 
keep stock.’’”’ The best buyer will keep his stock up to 
the minute, and when he gets ready to stop buying he 
sells out. 


Last, but not least, by any means, the best buyer must 
have the proper education on the markets; on market 
conditions, on financial matters, from a world-at-large 
standpoint; must consult the advertisements in new 
articles, and articles that are continuously advertised, 
to keep his business and stock up to the minute, and 
the only way it can be done is by reading a good hard- 
ware magazine that makes it a business to find this out 
for you, and good advertisers advertise in it. If you do 
this and have mutual heart-to-heart talks with your 
traveling salesman you have confidence in you cannot 
help making a success. This receipt has never failed. 

Yours truly, (Signed) ScoTt SMITH. 
Harper and McIntyre Co. 
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War Department Hardware for Sale 


: Uncle Sam Offers Surplus General Supplies to the 
3 Trade Through HARDWARE AGE— 
: No Red Tape in Bidding 


NE of the greatest buying opportunities of the year is announced to the trade 

O in this issue of HARDWARE AGE. Uncle Sam offers to hardware retailers, 

jobbers and manufacturers the first lot of the War Department surplus gen- 

eral supplies. This government announcement, beginning on page 13, is so impor- 

tant, so straight-forward and simple in its merchandising possibilities, that, for the 

first time in our sixty-four years of service to the hardware trade, the editor con- 
siders it his duty and privilege to here call attention to the advertising pages. 


Turn to this advertisement now. Study the seventy different lots of goods that 
are offered, all in government warehouses ready for immediate shipment. Read the 
simple instructions for bidding on these goods. Write or wire your bids for the 
merchandise you want, and then watch the succeeding issues of HARDWARE 
AGE for the weekly announcements of other lots of merchandise as they are 
cleared through the Surplus Property Division in Washington and offered to the 
trade through this magazine. 


When the Armistice stopped the fighting in France every one began to won- 
der what the government would do with the hundreds of millions of dollars worth 
of materials, machinery and merchandise which it had bought in preparation for 
a longer struggle. Fears of “dumping” and talk of “ruining the market” were 
widespread. Millions of dollars worth of supplies have been disposed of without 
any appreciable effect on “the market.” And now that it is assured the balance 
of the supplies will be distributed by informal bids and negotiations through deal- 
ers and jobbers everywhere, large and small, any effect that these surplus stocks 
in the “background” may have had on buyers will be dissipated. The goods will be 
moved by these weekly government sales through existing legitimate avenues of 
distribution, and passed on by retailers to the consuming public without causing 
so much as a ripple in the realm of normal merchandising. In fact it is believed 
that the offering of many of the items in the War Department will relieve the short- 
age of merchandise that is daily evident in many lines. 


The Director of Sales in Washington is making every effort to assure the wide- 
spread distribution of these supplies. For instance the buying hog who sends in a 
bid for “all or none” of any lot will get short shift. As you will note the “minimum 
bid considered,” that is, the minimum quantity that can be bid on, is in most cases 
low enough so that the smaller merchant can take advantage of the offerings. It is 
probable, however, that even these minimums will be reduced in later offerings, 
so that every merchant in America can fill some of his stock needs from the gov- 
ernment store houses. 


From what we know of the government’s purpose and desires in this dis- 
tribution, we believe we are justified in giving just a word of warning to the 
wise. It is this—none of these supplies are going to be given away. The mer- 
chandise is good, as described, and it is ready for immediate shipment. Uncle 
Sam wants to realize as much as possible from its sale. In other words, the 
buyer who bids nineteen cents on a field range with complete utensil equipment 
will not get the goods, even though he may be the highest bidder. The field 
ranges will be held and offered again at a later date. 


HARDWARE AGE is proud of its ability to co-operate with the War De- 
partment in moving these goods. From Coast to Coast we urge our readers 
to take advantage of this great buying opportunity. It is expected that addi- 
tional War Department offerings of general merchandise, harness, saddlery 
goods, tools, cordage, kitchen utensils, etc., will be made weekly in HARDWARE 
AGE. Thus will the invaluable, up-to-the-minute weekly service that has made 
HARDWARE AGE the world’s greatest hardware paper go hand in hand with 
Uncle Sam in getting goods from government storehouses into the hands of 
the ultimate consumer over the counters of hardware dealers. 
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Hardware Age 


Coming Conventions and Hardware Exhibits 


OREGON RETAIL HARDWARE AND IMPLEMENT DEALERS’ 
ASSOCIATION CONVENTION, Imperial Hotel, Portland, Ore., 
Jan. 27, 28, 29, 30, 1920. E. E. Lucas, secretary, Hutton 
3uilding, Spokane, Wash. 

INDIANA RETAIL HARDWARE ASSOCIATION CONVENTION AND 
EXHIBITION, Atheneum Hall, Indianapolis, Jan. 27, 28, 29, 
30, 1920. G. F. Sheely, secretary, Argos. 

KENTUCKY HARDWARE AND IMPLEMENT DEALERS’ ASSOCIA- 
TION CONVENTION AND EXHIBITION, Armory, Louisville, Jan. 
27, 28, 29, 30, 1920. J. M. Stone, secretary, Sturgis. 

WEST VIRGINIA RETAIL HARDWARE ASSOCIATION CONVEN- 
TION, Wheeling, Feb. 3, 4, 5, 1920. John H. Morgan, secre- 
tary, Morgantown. 

NEBRASKA RETAIL HARDWARE ASSOCIATION CONVENTION 
AND EXHIBITION, Lincoln, Feb. 3, 4, 5, 6, 1920. G. H. Dietz, 
secretary, 202 Hall Hardware Block, Lincoln. 

WISCONSIN RETAIL HARDWARE ASSOCIATION CONVENTION 
AND EXHIBITION, Milwaukee Auditorium, Milwaukee, Feb. 
4, 5, 6, 1920. P. J. Jacobs, secretary-treasurer, Stevens 
Point. 

MICHIGAN RETAIL HARDWARE ASSOCIATION CONVENTION 
AND EXHIBIT at Grand Rapids, Feb. 10, 11, 12, 13, 1920. 
Headquarters, Hotel Pantlind. Exhibit at the Furniture 
Exhibition Building. A. J. Scott, secretary, Marine City. 
Karl S. Judson, exhibit manager, 248 Morris Avenue, Grand 
Rapids. 

IowA RETAIL HARDWARE ASSOCIATION CONVENTION AND 
EXHIBITION, Des Moines Auditorium, Feb. 10, 11, 12, 13, 
1920. A. R. Sale, secretary, Hardware Building, Mason 
City. 

THE PENNSYLVANIA AND ATLANTIC SEABOARD HARDWARE 
ASSOCIATION, INC, ASSOCIATION AND EXHIBITION, Philadel- 
phia Commercial Museum, Feb. 10, 11, 12, 13, 1920. Hotel 
headquarters, Bellevue-Stratford. Sharon E. Jones, secre- 
tary, 1314 Fulton Building, Pittsburgh, Pa. 

NortTH DAKOTA RETAIL HARDWARE ASSOCIATION CONVEN- 
TION AND EXHIBITION, Municipal Auditorium, Grand Forks, 
Feb. 11, 12, 13, 1920. C. N. Barnes, secretary, Grand Forks. 

ILLINOIS RETAIL HARDWARE ASSOCIATION CONVENTION AND 
EXHIBITION, Hotel Sherman, Chicago, Feb. 17, 18, 19, 1920. 
Leon D. Nish, secretary, Elgin. 

MIssour!I RETAIL HARDWARE ASSOCIATION CONVENTION, St. 
Joseph Auditorium, St. Joseph, Feb. 17, 18, 19, 1920. F. X. 
Becherer, secretary, 5136 North Broadway, St. Louis. 

New York STATE RETAIL HARDWARE ASSOCIATION CON- 
VENTION AND EXHIBITION, Syracuse, Feb. 17, 18, 19, 20, 1920. 
Headquarters, Onondaga Hotel. Exhibition, State Armory, 
Jefferson Street. John B. Foley, secretary, 607 City Bank 
Building, Syracuse. 

MINNESOTA RETAIL HARDWARE ASSOCIATION CONVENTION, 
St. Paul Auditorium, St. Paul, Minn., Feb. 17, 18, 19, 20, 
1920. H.O. Roberts, 1030 Metropolitan Life Building, Min- 
neapolis, Minn. 

NEW ENGLAND HARDWARE 
VENTION AND EXHIBITION, 
Mass., Feb. 23, 24, 25, 1920. 
High Street, Boston, Mass. 

CALIFORNIA RETAIL HARDWARE AND IMPLEMENT ASSOCIA- 
TION CONVENTION, San Francisco, Feb. 24, 25, 26, 1920. 
Hotel headquarters, Palace Hotel. Le Roy Smith, secretary, 
112 Market Street, San Francisco. 

OHIO HARDWARE ASSOCIATION CONVENTION, Hotel Gibson, 
Cincinnati, Feb. 24, 25, 26, 27, 1920. James B. Carson, sec- 
retary, Dayton. 

SouTH DAKOTA RETAIL HARDWARE ASSOCIATION CONVEN- 
TION AND EXHIBITION, Sioux Falls, Feb. 24, 25, 26, 27, 1920. 
H. O. Roberts, secretary, Metropolitan Life Building, Minne- 
apolis, Minn. 

SOUTHEASTERN RETAIL HARDWARE AND IMPLEMENT ASSO- 
CIATION, composed of Alabama, Florida, Georgia and Ten- 
nessee State Associations, Convention and Exhibition, At- 


DEALERS’ ASSOCIATION CON- 
Mechanics’ Building, Boston, 
George A. Fiel, secretary, 10 


lanta, Ga., May 4, 5, 6, 7, 1920. Walter Harlan, secretary- 
treasurer, 701 Grand Theater Building, Atlanta, Ga. 


SOUTHERN HARDWARE JOBBERS’ ASSOCIATION CONVENTION, 
Atlantic City, N. J., May 11, 12, 13, 14, 1920. Headquarters, 
Marlborough-Blenheim. John Donnan, secretary, Richmond, 
Va. 


AMERICAN HARDWARE MANUFACTURERS’ ASSOCIATION CoNn- 
VENTION, Atlantic City, N. J., May 11, 12, 13, 14, 1920. 
Headquarters, Marlborough-Blenheim. F. D. Mitchell, see- 
retary-treasurer, Woolworth Building, New York City. 

HARDWARE ASSOCIATION OF THE CAROLINAS CONVENTION 
AND EXHIBITION, Greenville, S. C., May 11, 12, 13, 14, 1920. 
Headquarters, Imperial Hotel. T. W. Dixon, secretary- 
treasurer, Charlotte, S. C. 


Philadelphia Meeting 


VIGOROUS debate was held at the January meeting 

of the Philadelphia Hardware Association, in the rooms 
of the association, Parkway Building, Philadelphia, when 
President Harry D. Kaiser temporarily surrendered the 
presidential dias to Vice-President George H. Hamblin and 
opened the fight against the proposed amendn.ent to Article 
IV, section 1, of the association’s constitution. The fight 
centered around the clause to open the doors of member- 
ship to applicants “between the age of 18 to 50,” instead of 
“21 and not more than 50.” President Kaiser opened the 
fight against the adoption of the amendment on the grounds 
that the Philadelphia association is essentially an organiza- 
tion of men who have attained full maturity and discretion. 
He claimed that boys of 18 were more or less irresponsible, 
had not settled down in most cases to their life’s work, and 
were with one firm one day and, as he had often observed, 
were in some entirely different line of work the next week. 
He said that the Philadelphia association was morally and 
economically obligated to maintain the standards that had 
been maintained since its organization, and that it would 
be inadvisable and unsound to lower in any way the salu- 
tarv bars that had been placed by the founders of the or- 
ganization. 

Russell Wylie, chairman of the publicity committee, spoke 
in favor of the adoption. He said that the kind of boys of 
18 who would be inclined to join would be of the most reli- 
able type. He said that 18 was not considered too young 
for army service during the war. He said that at 18 the 
influence that the Philadelphia association could exercise 
over the character of a boy was inestimably greater than 
any it could exercise over men whose habits of life were 
already formed. 

William R. Sommer, chairman of the board of trustees, 
clinched the argument against adoption by pointing out that 
18 is not legally of age and that the association could not 
accept applications for membership from persons not legally 
responsible. 

The report of the board of trustees as read by William 
R. Sommer. New rooms have been secured for the associa- 
tion, and beginning with March the meetings of the associa- 
tion will be held the second Wednesday of each month in- 
stead of the first. 

Russell Wylie, chairman of the publicity committee, com- 
plimented HARDWARE AGE on the reports of the meetings 
of the Philadelphia association, and President Kaiser also 
added a few words to the same effect. 

Plans were discussed for the part the Philadelphia asso- 
ciation would take in the Pennsylvania and Atlantic Sea- 
board Hardware Association’s convention and exhibition, to 
be held at Philadelphia, February 10 to 13, inclusive. Ed- 
ward A. McKenna urged very active co-operation, and the 
association voted on it favorably. President Kaiser was in- 
structed to appoint a committee to devise ways and means 
for furthering and executing plans. 

The better part of the evening was devoted to paying 
tribute to T. B. Hendrickson, honorary secretary of the 
association. He was presented with a fob engraved with 


a record of his meritorious service as secretary of the asso- 
ciation by William R. Sommer on behalf of the association. 
Many of the older members of the association paid tributes 
to Mr. Hendrickson’s service and character. 

The next meeting will be held at the Parkway Building, 
February 4. 
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Accessory Exhibits at N. Y. Auto Show 
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Above—Warner Patterson Co. displayed nearly all of its styles of headlight and won many friends 


Below—Anjd Yale & Towne Mfg. Co. demonstrated its many makes of appliances 
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Kiddie Kars in South 


URRAY K. RICHSTONE left 

recently to take charge of 
the southern territory for the 
H. C. White Company, Benning- 
ton, Vt. Richstone will be on the 
road for the next six months and 
expects to visit all the principal 
cities in every State between Flor- 
ida and Arizona. By “all the 
principal cities” he says he means 
practically every town that has a 
population of more than 4000. 

“My work will be missionary 
work,” said Richstone a_ short 
time before he boarded the train. 
“I’m going to rip the South wide 
open for the Kiddie Car.” He 
hopes to take a large number of 
orders, which he will turn over 
to the local jobbers. 

Richstone was literally born 
with the Kiddie Car and has been 
with the H. C. White Company 
for the past seven years. He covered the New York and 
New England territories for his concern and made good to 
such an extent that he has now been entrusted with one of 
the largest territories in the country. 














Murray K. Richstone 


News from Everywhere 


The annual dinner, dance and entertainment of the em- 
ployees of the More Push Pin Company of Wayne Junc- 
tion, Philadelphia, was held recently at the Meridian Club. 
The festivities opened with a masked dance in which prizes 
were given for the best costumes. Miss Ethel Schaub won 
the first prize for the ladies while Mr. Fred Uhrman won 
the first prize for gentlemen. Mr. Uhrman appeared as a 
female and, according to rumors, captivated several of the 
gentlemen present. 

Following the dance the dinner was served and then the 
entertainment. This company make a point of cultivating 
loyalty among its employees and each year the annual affair 
is held while in the summer elaborate picnics are staged. 


Work has been started on the new Shartow Manufactur- 
ing Company plant which will be erected in South Mil- 
waukee, Wis. The new factory will be all on one floor and 
cover about 27,000 square feet. At the present the company 
is located in Racine, Wis. 

The American Appliance Company and the William Wen- 
zel Company have been consolidated and hereafter will be 
known as the Wentink Manufacturing Company with head- 
quarters at Menasha, Wis. This company manufactures 
Universal Car movers. 

The following officers were elected at the annual meeting 
of the Doehler Die Casting Company of Brooklyn: President 
H. H. Doehler; vice-president, H. B. Griffin; treasurer, O. 
A. Schraeder; secretary, O. A. Lewis. 


The Briggs and Stratton Company, Milwaukee, Wis., is 
now ready to occupy the addition which they have put on 
its building. This will make its factory five stories high 
and more than 125,000 feet of floor space. 


The annual salesmen’s convention of the Victory Saw 
Works was held recently at Springfield, Mass. All salesmen 


were optimistic as to the prospects for 1920 and it is ex- 
pected that every previous record will be broken by this 
year’s business ‘ 


Hardware Age 


Brooklyn Meeting 


The next meeting of the Brooklyn Hardware Dealers’ 
Association will be held at the rooms of the organization 
in the Johnston Building, Brooklyn, Feb. 5, because Feb. 12, 
the date of the regular meeting, falls on a holiday and also 
conflicts with the convention and exhibition of the Pennsy]l- 
vania and Atlantic Seaboard Hardware Association to be 
held at Philadelphia Feb. 10 to 18. This change was voted 
on at the last meeting of the Brooklyn association, Jan. 8, 
and was introduced in the form of a motion by R. J. Atkin- 
son, a member of the board of directors. President E. P. 
Harris presided. 

Both R. J. Atkinson and H. A. Cornell urged members of 
the Brooklyn association to take a more active part in dis- 
posing of tickets for the Metropolitan Hardware Associa- 
tion banquet to be held at the Hotel Astor, New York, 
Thursday evening, Jan. 22. 

H. R. L. Rohlfs, first vice-president, spoke of the plans 
that are being formulated to insure a large delegation from 
the Brooklyn association to attend the convention of the 
New York State Association, to be held at Syracuse, Feb. 
17 to 20, inclusive. John J. Snyder, president of the state 
Association, is a Brooklyn man and a prominent member 
of the Brooklyn association, and Mr. Rohlfs urged every 
member of the Brooklyn organization to lend him active 
support at the state convention. 

F, A. Martin, a special representative of The Retail Hard- 
ware Mutual Fire Insurance Companies, spoke about the 
value of mutual insurance and answered many questions 
asked him by members of the association. 

The emblem contest of the association was extended at 
the suggestion of both Mr. Rohlfs and Mr. Snyder until 
April under the direction of the present committee. 


Daniel F. Viles 


Daniel F. Viles, president of the Waltham Screw Co., 
Waltham, Mass., died at the home of his son, Edgar Viles, 
in Concord, Mass., recently. Mr. Viles was prominent in 
Waltham banking circles, having been actively connected 
with a co-operative and a savings bank. 


Alfred W. Treadway 


Alfred W. Treadway, Dubuque, Iowa, died recently in that 
city following a short illness. Mr. Treadway was president 
of the A. Treadway and Sons Hardware Company, jobbers, 
and was also vice-president of the John Ernsdorff Iron 
Company, jobbers of iron, steel and blacksmith supplies. 
Mr. Treadway had been in the hardware business since 
1868 and was one of the best known jobbers in the middle 
west. He was sixty-eight years old at the time of his death. 


Brief Notes 


The Phillips Hardware Company of Phillips, Wis., is 
now controlled by Messrs. B. W. Malm and Joe Kolar, they 
having purchased the store from Fred R. Struble. 

M. Gerber, cutlery and hardware importer, Philadelphia, 
has purchased a new five-story building at 505 Market 
Street. One entire floor of the building will be given over 
to cutlery and hardware. ' 

John T. Spicer has been appointed general sales manager 
for the Thermoid Rubber Company, Trenton, N. J. Mr. 
Spicer has been connected with the company for some time 
past in the capacity of advertising manager. 

Announcements have been made that Phillip H. Robinson 
of New York City has been appointed director of sales for 
the Geneva Cutlery Corporation of Geneva, New York. Mr. 
Robinson has had a wide experience in both retail and job- 
bing business and during the war was assistant manager 
for the Hardware Manufacturers Organization for War 
Service. When Murray Sargent resigned Mr. Robinson 
was made acting manager. 

The West Coast Rubber Company and the Oregon Rubber 
Company, both of Seattle, have made joint arrangements 
with the Sterling Tire Corporation for the distribution in 
the Northwest for Sterling tires and tubes. ° 

Charles A. Warren, a well-known merchant of San Fran- 
cisco, has been appointed distributor for Sterling tires in 
northern California. 

The Sterling Tire Corporation has appointed George L. 
Watkins of Birmingham as distributor for the State of 
Alabama. 
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Air-Way Buys Duntley 


O further the perfection of the Air-Way Electric 

Cleaner, which, in itself, has been undergoing a con- 
tinuous process of development for nine years, the Air-Way 
Company of Toledo, Ohio, has taken over the Duntley Prod- 
ucts Company, one of the pioneer producers of electric 
cleaners. 

By this purchase, the Air-Way Company comes into 
possession of a Kinney license, in addition to their exclusive 
control of a large number of invaluable cleaner patents 
such as the hollow suction handle, the paper bag dust col- 
lector, the swivel joint on the floor tool, automatic adjust- 
able roller supports, together with many other collectively 
known as the Replogle patents. 

Having been completely equipped for the manufacture of 
electric cleaners, the Air-Way plant at Toledo is now produc- 
ing 250 cleaners a day and the facilities are being expanded 
to permit a daily production of 1,000. 

To properly merchandise the Air-Way, the sales policy 
of the new company has been laid out on new lines by E. 
L. Bennett, general sales manager, formerly sales manager 
of the Crystal Washing Machine Company of Detroit, Mich- 
igan. Agencies have been established in Paris and London 
and a factory branch office has been opened at 205 Fifth 
Avenue, New York City. 

Back of the Air-Way Company are a number of the direc- 
tors of the Toledo Screw Products Company, which, during 
the war period devoted its entire facilities to the manufac- 
ture of munitions and delivered to the French, Russian and 
American governments seven and a half million 37 mm. 
shells. The same organization, methods and equipment 
which were responsible for this large volume of production 
are now being devoted to the manufacture of Air-Way 
Cleaners. 

The directors and stockholders of new company are: 
chairman of board, Thomas H. Tracy, Sr.; president, Pratt 
EK. Tracy; vice-president and treasurer, Thomas H. Tracy, 
Jr.; secretary, Newton A. Tracy. 


Edward W. Merrill Dead 


EDWARD W. MERRILL, long connected with the 
and manufacturing business, died recently. 
tified with Merrill Brothers, Brooklyn, makers of turn- 
buckles, drop hammers, drop forgings, clevis nuts and 
shackles steel bar vises. He was born in New York in 1831. 
In early life he entered the hardware business which had 
been established by his father, Charles Merrill, at the 
corner of Grand and Lewis streets, New York. Later a 
manufacturing branch was started in Brooklyn, the com- 
bined business being known as Charles Merrill & Sons, 
the personnel comprising Charles Merrill and his four sons. 
In 1866 the hardware and manufacturing interests were 
separated and the deceased, with his brother Manning, con- 
ducted the manufacturing end and formed the partnership 
of Merrill Brothers, continuing the making of forging ham- 
mers, drop hammers and special machinery; being the old- 
est concern now in existence manufacturing the friction 
board drop hammer. Later the manufacturing of turn- 
buckles was started, they being the first concern to make 
turnbuckles by machinery. The factory for a great many 
years was located at Kent Avenue and South Eleventh 

Street, Brooklyn. In 1906 the business was incorporated, 
at which time the deceased gave up all active participation 
in its affairs, which have since been carried on by his three 
sons, Edward W., Jr., George H. and Whitney Merrill, at 
the new works in Maspeth, Queens Borough, New York. 


Brief Notes of the Trade 


The Fowler Nail Co., Seymour, Conn., will move to Buf- 
falo, N. Y., as soon as a new factory being built there is 
completed. The company claims the distinction of being 
the first to put on the market a machine- made pointed horse- 
shoe nail. Some of the company’s present employees will 
be given the opportunity to remain in the company’s em- 
pley in Buffalo. 

The Society of Master House Painters and Decorators of 
Massachusetts held its twenty-ninth annual convention in 
Hortic ultural Hall, Boston, recently. Papers were presented 
both by local associations and by individual members, and 
some of them were of interest to the general public as well 
as to the Society. “Save the Surface” and “Classes in House 
Painting in Public Schools” received much attention. There 
was an extensive display of paints, varnishes, wall papers, 
Isdders, brushes and other things needed by the painter and 
decorator. 
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Roy F. Soule, Mrs. Christine Frederich, 


John A. McNamara, Jowitt, ‘‘the Show 
Card Wizard,’ Charles Downes, L. S. 
Soule, Ed Davidson, Frank Farrington 
and many others all with special articles 
and special illustrations will be in the 
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_The Lionel Mfg. Co., 605 South Twenty-first Street, Ir- 
vington, Newark, N. J., manufacturer of electric toys, 
batteries, etc., will build a two-story addition, 33 x 34 ft. 

The Roesch Enameling Co., Belleville, Ill., will erect two 
factory additions, to cost $4,000 and $7,000 respectively. 

The Eco Mfg. Co., Wormwood Street, Boston, Mass., 
automobile accessories and parts, will build a two-story 
factory, 110 x 150 ft., on the Charles River Parkway, Cam- 
bridge, Mass. 

The Electrical Equipment Co., Miami, Fla., has been in- 
corporated with a capital of $100,000 by William W. Luce, 
F. W. Borton and Arnold H. Kent, to manufacture elec- 
trical specialties. 

The Automotive Tractor Co., Frederick, Md., will take 
bids early in 1920 for its new one-story plant, 50 x 200 ft., 
comprising machine shop and foundry, and estimated to cost 
$50,000. 

The Hauck Mfg. Co., 113 Eleventh Street, Brooklyn, N. Y., 
manufacturer of oil burners, has had plans prepared for the 
erection of a new two-story building on Tenth Street, near 
Second Avenue, to cost about $20,000. 

The Recording Devices Co., Dayton, Ohio, has increased its 
capital stock to $2,500,000. It manufactures time clocks 
and has recently entered the automobile accessory field, mak- 
ing windshields, door latches, piston pins, valve tappets, etc. 
E. E. Burkhardt is president. 

The Utica Cutlery Co., 820 Hickory Street, Utica, N. Y., 
has awarded a contract to Griffiths & Pierce, 618 Charlotte 
Street, for the erection of a three-story addition, 55 x 223 ft. 

The Enterprise Manufacturing Co., Third and Dauphin 
streets, Philadelphia, Pa., manufacturer of hardware special- 
ties, has completed plans for a three-story reinforced con- 
crete and brick addition, 115 x 164 ft. 

The New England Mills Company, Chicago, Ill., has been 
forced to leave its old location at 1219-1221 So. Michigan 
Ave., and combine the Show Rooms and Offices with their 
large Warehouse at 1027-1033 W. Van Buren St., Chicago. 

The Wagner Hardware Co., Mansfield, Ohio, recently 
closed its retail department, which has been operated nearly 
half a century, and will hereafter devote its entire attention 
te its wholesale department, which willbe enlarged. 


New Manager for Booty 





——= ; E. A. 


Bates, one of the most 
‘ prominent figures in the carbu- 
retor world, has severed his con- 
nection with Benecke & Kropf, to 
accept the management of the 
company manufacturing the new 
Booty carburetor. Rumors of this 
change have been circulating in 
trade circles for weeks and now 
the confirmation is made by the 
announcement of the Booty Car- 
buretor & Mfg. Co., Twenty-first 
Street and Wabash Avenue, Chi- 
cago, that its new president and 
general manager is E. A. Bates. 
Mr. Bates has long been con- 
nected with motor industries and 
is well known to every hardware 
dealer. He will have greater op- 
portunity for his talents in his 
new position. 


























Letters of a Sales Manager to His Men 
XLIX 


The Hard Hitters 


This is the forty-ninth of a series of sales letters, which, though intended primarily for 
traveling men, will be of interest to every member of the trade. They were written by 
the sales manager of a great hardware jobbing house to a corps of salesmen who in the 
last eight years have doubled the business of the firm. The letters are really short editorials 
which prefaced actual merchandise instructions, The author has consented to their publi- 
cation at the solicitation of Harpware AGE, in which they will appear in succeeding issues 
through the year. 


HIS is the age of sincere, intense work, when the “hard hitters,” the “bull dogs,” the 
“business getters” are in the ascendency and in demand. 


The jobbing house that succeeds to-day is the one that has a crew of forceful 
salesmen about it; a crew that knows how to choose and use forceful words in describing 
goods. 


They let the country merchant know what is wisest and best for him to buy, and it can 
be truthfully said that no real ‘salesman ever gives the country merchant a “bum steer.” 


This real salesman gets behind goods and sales propositions with that abundance of 
rich enthusiasm and popularizes that merchandize better and cheaper than it can be done 
in any other way. 

With his breezy, man talk, he gains the ear of any merchant, and because a real sales- 
man is sincere when he talks business, he always holds his audience while he proceeds with 
his story. What he says is true, and being true is intensely interesting. 


This real salesman releases his imagination upon every-day merchandise and finds new 
uses for it and new facts about it. 


All can be real salesmen, if all will note the things that are conspicuous about the real 
salesman one meets. 

The real salesman faces modern life, its inventions and its drudgeries, with a square 
front, and best of all, he is the best living example of a real optimist. 

The contact between house and salesman is never dormant. They are either growing 
closer together or farther and farther apart. 


When the agreement has been made, the catalog brought up to date and the last good- 
byes are said, a salesman prepares to start on his trip, and whether, as the days go by, he 
grows closer to the house, depends upon the house, and upon the man. 


Each one has an obligation to fulfil—to himself, and to his business associate, and to the 
customer. 


There must be a code of honor between the three that needs no man-made laws to cause 
each to respect it. 


The house is in business to make money; so is the salesman and so is the customer. 


Incidental to the house making money, is the employment of people. If the business 
venture becomes unprofitable, it must of necessity be abandoned; likewise, if there are no 
customers to sell to, the house must cease operation. 


And the salesman is between the two, with obligations to both. 


Misunderstandings spring up, but they should be met in a frank, honest way and an 
immediate effort made to adjust them. 
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Excess Profits Tax Worries Congress 





Would Like to Draw Its Vicious Teeth Without Losing Too Much Revenue— 
Another Bond Issue in Sight—Federal Trade Commission Endorses Bill 
Relaxing Drastic Features of Anti-Trust Laws—Exemption of 
Organized Labor and Farmers Again to Be Voted Upon 

By W. L. CROUNSE 


WASHINGTON, Jan. 19, 1920. 


HE necessity for legislation revising the revenue 
T laws, not only with respect to rates of taxation 

but concerning important administrative provi- 
sions of the customs statutes, is giving the leaders of 
the House and Senate genuine concern. No class of 
legislation is more difficult to frame and nothing that 
Congress can do is more certain to start a back-fire than 
tinkering with the revenue laws. 

The Ways and Means Committee is now giving very 
serious attention to the details of the excess profits tax 
provisions of the War Revenue act, in the hope of 
finding some method of drawing some of its teeth with- 
out substantially reducing its revenue-producing ca- 
pacity. The task is a difficult one, for the Government 
needs not only all the money it can obtain under existing 
laws but a billion or two additional, while at the same 
time all authorities agree that the excess profits tax 
is a relic of the war which, aside from the actual reve- 
nue produced, has no excuse for further retention upon 
the statute books. 


War-Time Conditions Have Passed 


ONGRESS passed the excess profits tax in order to 

divert to the treasury the excessive earnings of 
certain large corporations growing out of the practical 
operation of Governmental price fixing which was de- 
signed to develop maximum production and which, there- 
fore, established price levels at which the smallest con- 
cerns in essential industries could continue to do busi- 
ness. Of course, the big fellows, being able to operate 
more economically, made slathers of money, which they 


could have pocketed but for the excess profits tax. 
But those times have passed and with them has dis- 
appeared the Governmental price-fixing policy. 


To-day 
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the excess profits tax merely puts a damper on all enter- 
prise and enables the inefficient, badly managed cor- 
poration to make a showing that will compare favor- 
ably with the most intelligently operated concerns. 

Congress would make short work of the excess profits 
tax were it not for the fact that it is counted upon to 
produce about $1,100,000,000 during the calendar year 
just begun. The present hope is to revise the statute 
so as to get a considerable part of this money and still 
relieve business from some of the pestiferous restric- 
tions of the law. 


Opposition to Increased Income Taxes 


HE suggestion recently put out by Congressional 

leaders that it may be necessary to raise certain 
income tax schedules has drawn a howl of protest from 
the people in all parts of the country. Congress cannot 
hope to obtain the additional dollars by raising rates on 
big incomes, for if they are jacked up another penny 
billions will be promptly withdrawn from productive 
enterprise and invested in State and municipal securities 
which are free from income tax. Very small incomes 
cannot be made to produce any considerable amount of 
revenue, and, besides, Congress fears to monkey with 
the proletariat, which has rather a poor opinion of our 
Solons at the Capitol, anyhow. 

The remaining recourse, if the income taxes are to be 
modified, would seem to be the raising to a substantial 
degree of the middle brackets of the individual income 
tax, thereby imposing a very heavy additional burden 
upon the moderately well-to-do. Congress has learned, 
however, that this class of citizens, who are most active 
and influential in every community and who are very 
jealous of their prerogatives, are disposed to protest 
loudly against unfair treatment. 
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Higher Taxes or More Bonds 
At this brings us to an impasse, and the question 
rises as to whether Congress will be able to find 
any way out. Some of the most experienced men on 
Capitol Hill are of the opinion that after a very thorough 
threshing over of the situation no changes in tax rates 
will be made. 

If it is decided to do nothing in the way of modifying 
existing tax schedules, the country is almost certain 
to be face to face with another bond issue within the 
next twelve months. Whispers are already heard in 
the Treasury Department of a plan to float at least two 
billion dollars’ worth of bonds soon after July 1 next 
for the purpose of meeting the deficit for the current 
fiscal year already in sight. To sell these bonds under 
existing conditions will probably require the adoption of 
a higher interest rate than 434 per cent, which was 
just sufficient to put over the big issue of Victory bonds. 

Of course, more bonds, especially if they bear high 
interest rates, will depress the market prices of the out- 
standing issues, a fact that is deterring Treasury offi- 
cials from reaching any decision concerning new flota- 
tions. Uncle Sam’s debts must be paid, however, and 
the country will speedily be confronted with the alterna- 
tive of boosting taxes or selling more bonds. 


Senate to Consider Antidumping Bill 


HE Senate Finance Committee is about to take up 

for consideration an antidumping bill, passed by the 
House before the holiday recess. This measure imposes 
additional duties upon goods shipped to this country to 
be sold at prices below those for which they can be 
purchased in the country of origin. 

Congress passed a tentative measure on this subject 
nearly four years ago but the importers promptly drove 
a horse and wagon through it, and it is still in need of 
reinforcement. The House bill closes the gaps and is 
designed to make the law as effective as the Canadian 
statute which has made dumping in the Dominion a 
lost art. 

The United States Tariff Commission in its annual 
report just off the press strongly urges the prompt 
passage of the pending bill. In this connection it says: 

“It is observed that the Commission’s investigation 
in Canada on the operation of Canada’s antidumping 
law disclosed the existence of numerous actual efforts 
to practice dumping in that country during the fifteen 
years in which the Canadian clause has been in force, 
and that on the whole the Canadian provision has served 
effectively to check such attempted evasions. 


Should Follow Canada’s Example 


66 N the assumption that the law of 1916 expresses 

the continuing restrictive purpose of Congress, 
the commission concludes that sufficient disclosure has 
been made of the existence of dumping and certain ensu- 
ing abuses to warrant added legislation. In this con- 
nection attention is directed to the somewhat adaptable 
administrative aspects of the Canadian law and to the 
importance of protecting consumers against legislative 
action of too sweeping or rigid a character. 

“On the side of constructive legislation, the report 
suggests that the act of 1916, if retained, should be 
revised and strengthened, and that some official body, 
moving along lines sanctioned by Congress in the Fed- 
eral Trade Commission Act, may reasonably be spe- 
cifically instructed to deal with dumping as a manifest- 
ing of unfair foreign competitive methods. The com- 


mission also indicates that in the case of imports bonds 
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providing for the collection of dumping duties subse- 
quently assessed may be useful and that the President 
or Secretary of the Treasury may be empowered to 
impose additional duties, or even to refuse entry when 
industrially destructive dumping is proven or impend- 


” 


ing. 
House Committee Working on Free Zone Bill 


_— Ways and Means Committee at an early date 
will resume hearings on the bill to create free zones 
in the neighborhood of the leading ports of entry on 
the Atlantic and Pacific coasts. These zones will greatly 
stimulate both import and export trade and will permit 
the utilization of vast quantities of domestic materials 
in combination with imported materials in the produc 
tion of goods for export. 

Under the zone system imported products will be 
permitted to land without payment of duty as long as 
retained within the limits of the zone, and may be 
there repacked, graded, cleaned or manufactured, with 
or without the addition of domestic materials. If the 
resultant products are intended to be exported, no duties 
accruing at any time but are payable under existing 
tariff laws if the products are withdrawn from the free 
zones for consumption in the United States. 

The free zone system should give greater flexibility 
to our industrial system without in any way sacrificing 
the protection to our home manufactures afforded by 
the tariff laws. Such a system would also be of great 
value in stimulating the growth of the American mer- 
chant marine as it would enable vessels to obtain full 
cargoes of goods made in the zones without the necessity 
of complying with many vexatious customs and admin- 
istrative restrictions. 


Relief From Drastic Antitrust Laws 


HE Federal Trade Commission is out in a strong 

endorsement of a bill now pending in Congress, de- 
signed to enable business men to ascertain in advance 
whether policies they desire to pursue contravene in any 
way either the antitrust laws or the regulations adopted 
from time to time by the Commission concerning “un- 
fair competition.” 

The Commission’s approval of the bill introduced in 
Congress by Representative Steele of Pennsylvania, is 
set forth in a statement prepared by Commissioner Wil- 
liam B. Colver in which he takes the view that the 
antitrust laws ought not to be repealed but should be 
rendered less drastic in their operation through enact- 
ment by Congress of some such measure as the Steele 
bill. In this connection Mr. Colver says: 


Colver Favors Steele Bill 


6s/T°HERE is an agitation for repeal of the antitrust laws. 

I am certain that public sentiment will not consider 
this, and I am just as certain that it would not be wise if 
it were possible to be done. 

“These antitrust laws are not only inflexible, but the 
multitude of decisions which have been handed down have, 
of necessity, created a zone of doubt through which business 
hes to pass, and yet where, each step it takes, it fears a 
pitfall. 

“Business men consult their attorneys, the best to be had. 
They state their case. They say what they would like to 
do, and about the best advice they can get is, ‘Try it, and if 
you get into trouble we will do our best to get you out.’ 

“So it is that there has been a suggestion, repeatedly 
urged, that the Federal Trade Commission should attempt 
to give what are called ‘rulings in advance.’ That means 
that a business concern about to embark upon a line of con- 
duct might come to the Federal Trade Commission, explain 
its intent and purposes and ask whether or not such a line 
of conduct would be within the law. 
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“Now, such a ruling in advance is an impossibility. To 
begin with, no man can say what his conduct is going to be 
for the next year, or the next month, or the next week, or 
the next day, or the next hour. He thinks he knows what 
he is going to do—but he does not. 

“But even if he did, experience shows that no man knows 
what the reflex of any act which he may do may have upon 
some other man. He looks at his line of conduct from his 
own point of view. He is sincere and honest. He believes 
it is a good thing. But he does not know—he cannot know 
—how, in the complex web of modern commercial relations, 
that act will react upon another. 

“lor the Federal Trade Commission or any other body, 
public or private, to attempt to rule in advance upon the 
effect of any unperformed act or acts, would require both the 
gift of prophecy and of clairvoyance. I may modestly say 
that the Federal Trade Commission, as now constituted, may 
have many gifts, but not those. 

“That seems to bring us to an impasse. We cannot repeal 
the law. The lawyers cannot tell you what it means, and 
the Federal Trade Commission cannot prophesy. That 
leaves business in doubt, and doubt breeds suspicion and fear 
and despair. Sometimes it breeds defiance of law. 


This May Be a Solution 


o- BILL introduced in Congress in the present session 
has appealed to me as offering a reasonable solution. 
The author of the bill is Mr. Steele of Pennsylvania, a lawyer 
and a business man. 

“He proposes in his bill that any concern about to em- 
bark in any course of conduct may come voluntarily (he 
need not come unless he wants to), to the Government and 
set out clearly just what he intends to do. This expression 
of intention is to be received, and the business concern is to 
be given an acknowledgment of the receipt of his declara- 
tion. 

“He may then go back and carry on his business in ac- 
cordance with his expressed intention, and until some citizen 
shall come forward to complain that either the public in- 
terest or business institutions are being definitely injured 
by that course of conduct, the license granted shall be a 
complete defense in any court of law or before any Govern- 
ment agency against any charges of breach of law. 

“It provides further that if such charge is made, full and 
complete hearing shall be had, and if it shall be found that 
the course of conduct is against public interest, then the in- 
dulgence of license may be withdrawn, and thereafter the 
business shall be amenable to the antitrust laws. 

“That means, then, that if a business concern finds and 
feels that the inflexible rules of law are working undue 
hardship upon it, it may escape those rules of law so long 
as it does not hurt another. It means that this device is not 
forced upon business, but is sought voluntarily. It means 
that the very worst that could happen would be that the 
business concern would be put back in the same position as 
it was before it had invoked the aid of Mr. Steele’s device. 

“T believe that some such arrangement as that would 
bring to American business the flexibility and understand- 
ing of individual cases that would permit it to expand and 
go forward, and continue the giant strides that its boundless 
energy indicate, that it should take.” 


The action of the Federal Trade Commission in giving 
its support to the Steele bill will greatly strengthen that 
measure and will increase its chances of early consid- 
eration. Its friends in the House are now seeking to 
secure for it hearings before the Judiciary Committee 
which has jurisdiction over the subject and which has 
framed all the antitrust laws with the exception of the 
act creating the Federal Trade Commission which had 
its inception in the Committee on Foreign and Domestic 
Commerce. 


Will Congress Continue Exemption of Organized Labor and 
Farmers? 


ONGRESS in a few days will be face to face with 

a big issue which annually confronts it. It will 
have to decide whether it is again willing to stultify 
itself by providing in the annual appropriation bills 
that no funds authorized therein shall be used to prose- 
cute labor unions or farmers’ organizations for viola- 
tions of the letter or spirit of the antitrust laws. 
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Senator Edge of New Jersey has had the courage to 
introduce a bill repealing the provision of the current 
deficiency appropriation act which forbids the Depart- 
ment of Justice from proceeding against organized 
workers and farmers. This bill is now before the Senate 
Judiciary Committee but is not likely to be acted upon 
for the reason that the question will probably be brought 
to an issue in the Senate at an early date when the 
annual budget measures are taken up for consideration. 

For the past seven years Congress has had to tackle 
this problem every winter. The first time representa- 
tives of organized labor in the House succeeded in tack- 
ing on an appropriation bill a rider exempting the 
workers and farmers from prosecution under the Sher- 
man law, President Taft put his foot down squarely 
and vetoed the bill. 


Taft’s Vigorous Veto 


R. TAFT’S veto message, read in the light of present 
conditions, is most refreshing. He said in part: 


“This proviso is subtly worded, so as, in the measure, to 
conceal its effect by providing that no part of the money 
appropriated shall be spent in the prosecution of any or- 
ganization or individual ‘for entering into any combination 
or agreement having in view the increasing of wages, short- 
ening of hours, bettering the condition of labor,’ and so forth. 
So that any organization formed with that beneficent pur- 
pose described in the proviso might later engage in a con- 
spiracy to destroy by force, violence or unfair means any 
employer or employee who failed to conform to its re- 
quirements; and yet, because of its originally avowed lawful 
purpose it would be exempt from prosecution, so far as 
prosecution depended upon the moneys appropriated by this 
act, no matter how wicked, how cruel, how deliberate the 
acts of which it was guilty. - 

“The further proviso that the appropriation shall not be 
used in the prosecution of producers of farm products and 
associations of farmers who co-operate and organize in an 
effort to obtain and maintain a fair and reasonable price for 
their products is apparently designed to encourage, or at 
least to discourage, the prosecution of organizations having 
for their purpose the artificial enhancement of the prices 
for food products and thus to avoid the effect of the con- 
struction given to the antitrust law in the case of the United 
States decided Jan. 6, 1913. 


“At a time when there is widespread complaint of the 
high cost of living it would certainly seem anomalous to put 
on the statute books of the United States an act, in effect, 
preventing the prosecution of combinations of producers of 
farm products for the purpose of artificially controlling 
prices; and the evil is not removed, althcugh it may be 
basked, by referring to the purpose of the organization as 
‘to obtain a fair and reasonable price for their products.’ ” 


Bill Signed Under Protest 


wa Congress would have done with this measure 
if there had been an opportunity to pass it over 
the veto of President Taft affords a chance for some 
interesting speculation. Fortunately, however, the bill 
was returned by the President on the last day of the 
dying session, too late for further action. 

(Continued on page 103) 
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Conventions— 


Their Value for You 


ONVENTION floors are the modern mar- 
C ket places where buyers and sellers meet. 

It is the great opportunity for the manu- 
facturer to introduce his new goods and ideas 
and the only place where the merchant and job- 
ber can see and compare all lines of merchan- 
dise within one enclosure. 

Everywhere, from one end of the country to 
the other hardware men are gathering in their 
annual conventions. Associations both big and 
little meet at least once a year and the amount 
of merchandising harvest reaped by both sides 
is enormous. At any of these exhibits are dis- 
played everything from the well known needle 
to the anchor and dealers from the city and 
country alike meet and discuss business, past, 
present and future. 

The cost of attending any convention of the 
association to which you belong is mighty small 
compared to the benefits which are accrued. 
Railroad and hotel bills besides incidentals 
mean nothing when you stop to consider that 
you return to your own store filled with ideas 
gleaned from dealers in other cities and with an 
optimism for the coming season that is worth 
more than a two months vacation. 

Particularly at this season of the year hard- 
ware conventions are being held. There is 
each week a complete list of them in HARDWARE 
AGE. One of them will be held near your town 
and if you would prosper during this glorious 
year of 1920 it behooves you to attend it. 

But don’t go unless you take a few good sell- 
ing or advertising ideas of your own along with 
you. Just sit down and meditate what helped 
you the most during the past year—and some of 
the things which pinched you a little. When 
you get in the big convention hall be ready to 
tell the hardware man from the next town what 
helped you and what may help him. He’ll be 
there ready to do the same for you. 

There are a few antiquated individuals who 
feel that conventions are bunk—who feel that 
the meetings are called for the purpose of spill- 
ing hot air and pulling political strings. “A 


paying job for the secretary” is the way these 
men summarize the retail hardware association 
activity in this country. 

Such men are so blind that a steam shovel 
working overtime from snow to snow couldn’t 
dig the dust out of their eyes. Such men are 
either so self-satisfied that divine revelation is 
necessary for them to see themselves as others 
see them, as they are so simple that their wool 
will be missing in the first chill that sends the 
thermometer of business anywhere near zero. 

The retail merchant who lets any business 
reason hold him in his store while the state 
hardware association is in convention assem- 
bled is a self-branded egotist who needs a bunch 
of well-lighted firecrackers attached to the seat 
of his thinnest pair of pants. 

Where can a hardware merchant see any 
such assortment of new hardware as is assem- 
bled by the exhibitors at the state convention? 
Where can he meet so many men who can 
answer his merchandise or merchandising ques- 
tions? Where can he catch the spark enthu- 
siasm? Where can he sense the big things? 
In what place can he pool his thoughts so bene- 
ficially? 

Competition, red-hot sizzling competition is 
coming into the retail hardware trade, and the 
man whose stock is not carefully selected, 
whose methods are not up to the minute is due 
for slow music and flowers in wreaths. 

Your place the week of your state hardware 
convention is not in your home town unless you 
are lucky enough to live in the town where the 
convention is held. 

If you have never before attended the big 
state meet you are due for the most delightful 
surprise of your business life. 

If you have attended in the past and have 
failed to reap benefits take a day off, get 
squarely in front of the best and biggest mirror 
in your house and size yourself up until you find 
out what ails you. 

Get out of your home town for a few days. 
Mingle with your ears open and your note pad 
handy. The state hardware conventions and 
exhibits have been a mighty power for good in 
this industry. The man who doesn’t attend 
isn’t missed half as much as he is missing. 
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Office of HARDWARE AGE, 
NEW YORK, Jan. 19, 1920. 
OTH the retail and jobbing business in the New York 
hardware market is appreciably increasing, now that 
the period of stock taking is about over. Jobbers are 
receiving substantial orders for shelf hardware and staple 
lines of all kinds. Spring orders are beginning to be re- 
ceived by wholesalers in volume and practically all of the 
orders sent in by retailers are large and cover a multitude 
of items. 

Many firms are sending their salesmen out this spring 
not so much to take orders as to explain the reasons for 
the scarcity and delayed deliveries. One large jobber re- 
cently declared that salesmen are not needed to-day. “What 
every large firm needs in these times,” he said, “are diplo- 
mats, not salesmen. Any kid in knee breeches can go out 
and get an order. As a matter of fact,” he continued, “it is 
not even necessary to go out for orders. More orders come 
without any effort whatsoever on our part than we can 
handle. The important thing to-day for any firm is to have 
men who can go out among the trade and explain accurately 
and thoroughly and satisfactorily just what the manufac- 
turer and the jobbers are up against. Manufacturers in this 
country are up against the hardest problem they have ever 
had to face at any time. They are all six months behind 
in production, to say the least, and are confronted with 
serious labor and distribution problems which only time 
can unravel. 

“The jobber is overwhelmed with orders; he can’t get 
goods from the manufacturer and he is continually being 
misunderstood and abused by the retailer. If his salesmen 
are men of tact and ability they will do more to keep busi- 
ness running smoothly and to untie knots of misunder- 
standing than any other factor that I know of in business 
to-day.” 

The scarcity in all kinds of iron and steel products con- 
tinues and most of the local jobbers are of the opinion that 
it will continue for some time, at least six or eight months. 
Most of the leading steel companies are very cautious about 
booking orders for 1920. In fact, many of the leading inde- 
pendent producers are refusing business for delivery be- 
yond the first quarter of this year. It was recently pointed 
out that because of the labor shortages and short perform- 
ances scarcely more than a 75 to 80 per cent operation can 
be expected before the middle of the year in the steel in- 
dustry. 

A general advance in the prices of automobile tires will 
be made in the near future, according to reliable authorities. 
It is presumed that the increased wages and the steadily 
mounting costs of cotton materials make higher tire prices 
inevitable. 

Some of the more important price changes that occurred 
during the past week were: 

An advance by the D. W. Bosley Company of Chicago on 
most of the items of weather strip that they manufacture 
of from 10 to 20 per cent. 

Bolt hooks advanced 20 per cent. 

Screw anchors are now quoted by local jobbers at 60 and 
7% per cent. 

Both lag screw shields and lock washers are now quoted 
at 50 per cent discount. 

Iron machine screw nuts are now quoted at 30 off. 

Spring cotters are being quoted at 87 per cent off, and 
thumb screws plus 10 per cent by local jobbers. 

Bommer hinges are being quoted by lecal jobbers as fol- 
lows: Single action, plus 30 per cent; double action, plus 
15 per cent. 
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Ash Sifters—The demand for ash sifters is beginning to 
lessen somewhat more because the chances for getting or- 
ders filled before spring are now next to impossible. Local 
stocks are almost exhausted. Prices are firm. 


Rotary galvanized ash sifters, $35 per doz., not crated; $37 
per doz. crated for shipment. Galvanized ash sifters, 12 x 12, 
$3.25 per doz. 

Axes and Hatchets.—The demand for both of these items 
remains remarkably good for this time of year. Many 
dealers seem to be buying for next season. Prices are 
steady. 

Kelley flint-edge axe, 314 to 414% Ib., $22.58 per doz.; 4 to 5 
Ib., $23.94; Will Wear axe, 344 to 415 Ilb., $25.50 per doz.; 4 to 
5 Ib., $25.75 per doz. 

Chambers’ long-handled axes, 3% to 4% Ib $22.25 per doz.; 








{ to 5 Ib., $22.50 per doz. Five per cent off for half dozen lots 
on all types quoted. 

Hammond shingling hatchet No. 1, copper bronzed and pol- 
ished, $14.30; No. 2, $15.20; No. 3, $16.10 per doz. Same full 
polished, No. 1, $21.30; No. 2, $22.20 per doz. Half hatchets, 
half polished, copper bronzed, No. 1, $15.20; No. 2, $16.10; No. 3, 
$17: No. 4, $17.90 per doz. Full polished, red finish, No. 2, 
$20.60; No. 3, $21.50; No. 4, 2.40 per doz. Hunters’ hatchets, 
34-in. cut, $13.20 per doz.; 3%-in. cut, $13.50 per doz.; 4-in. 





cut, $14 per doz. 

Brass and Copper.—The market for both brass and copper 
is unusually active, though it is not in any sense specula- 
tive. Most of the buying is in small lots. Export inquiries 
and orders have stimulated the domestic market consider- 
ably. Further price changes are expected before long. 
They will probably be in the nature of an advance. Pres- 
ent prices are: 

tase prices for not less than 100 Ib. of a size from New York 
stock. High brass sheets, 2614c. to 311%4c. base; high brass wire, 
261%4c. to 31%ec. base; high bras: 3%c. to 28ce. base; seam- 
less brass tube, 32'%4c. to 3516c. mless copper tube, 34c. 
to 37c. base: sheet copper, 30%4c. to 3214c. base; copper wire, 
plain, 29%4c. base. 

Conductor Pipe, Eaves Trough, Elbows and Shoes.—In- 
terest is not as keen in any of these items as it was a few 
weeks ago. However, a very healthy buying interest was 
manifested during the past week. 

Prices are steady. Present prices are: 
vanized steel, 40 and 10 per cent; galvanized iron, 





Conductor pipe, gal- 
4434, per cent; 


copper pipe, 20 per cent discounts from jobbers’ lists. f 
Eaves trough galvanized steel, 50 and 10 per cent; galvanized 
iron, 57% per cent. Elbow and shoes, all sizes up to 6 in., 60 


per cent on galvanized steel, plain, round and corrugated. 

Coffee Mills.—Coffee mills seem to have been given a 
good deal of attention in most of the recent orders received 
by local jobbers. It is worthy of mention that there is 
quite a scarcity in this line. Prices are: 

Crystal coffee mills, $14; wood coffee mills, 
6 x 6 x 8, $9.40. 

Cotton Sash Cord.—A great deal of attention and inter- 
est is being shown this line by local dealers, with the result 
that the scarcity has grown more acute and the price 
boosted. Cotton sash cord now sell locally for 85 cents 
per pound. 

Curtain Poles.—An advance occurred in the price of cur- 
tain poles in this section during the past week. The reason 
is probably because of the fact that many of the spring 
orders received lately by local jobbers have made heavy de- 
mands for curtain poles of various sizes. The new prices 
are: 1-in poles, 5':c. per ft.; 134 in. size, 642¢. per ft. 

Farming Tool Handles.—A good deal of interest is being 
shown this item in all of the spring orders and most of the 
local jobbers anticipate large sales this year because of the 
scarcity and high prices that prevail for farm and garden 
tools. 


iron and hopper, 


Quotations are: Farming tool handles, generally, are quoted 
at 5 per cent off. Long shovel handles, 5 per cent off. Long 
spade handles, 5 per cent off. Bent D handles, 5 per cent off 


Malleable D fork handles, 40 and 214 per cent off 
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Flower Bed Guards.—There is a decided scarcity in this 
line and many dealers, realizing this, are placing orders 
early. Jobbers seem to be of the belief that it will be 
almost impossible to obtain flower bed guards if the scarcity 
in other and more important iron and steel products is not 
relieved before long. Present prices are: 

Perfection flower bed guards, 16 in., $7.75 per 100 sq. ft.; 22 in., 
$9.10 per 100 sq. ft. 

Galvanized Ware.—Interest continues active in this line 
because of the scarcity. Prices are likely to advance before 
the first of February, it was intimated in reliable quarters. 
Galvanized sheets, No. 28 gage, now sell from $9 to $9.50 
base per 100 Ib. 


Galvanized sheets, No. 28 gage, $9 to $9.50 base per 100 Ib. 
Other quotations remain firm. Galvanized pails, 8 qt., $4.25 per 
doz.; 10 qt., $4.90 per doz.; 12 qt., $5.55 per doz.; 14 qt., $6 per 
doz.; 16 qt., $7.30 per doz. Extra heavy galvanized pails, 12 qt., 
$7.30 per doz.; 14 qt., $8.35 per doz.; 16 qt., $11 per doz. Fire 
pails, galvanized, $6.80 per doz. Wash tubs, No, 1, $13 per doz.; 
No. ‘2, $15.95 per doz.; No. 3, $18.60 per doz. 


Game Traps.—Although many are of the opinion that 
the season for game traps is practically over, the demand 
is still active, though it is of course appreciably lessened. 
Prices are: 

French rat traps, $6 per doz.; French mouse traps, $4 per doz. ; 






Star rat traps, $2.50 per doz.; Diamond mouse traps, 25c. per 
doz.; Diamond rat traps, $1.10 per doz. Oneida Victor traps, 
No. 0, with chains, $1.40 per doz.; without chains .O7 per doz. ; 
No. 1, $1.65 with chains; without chains, $1.23; No. 91%, with 
chains, $3.29; without chains, $2.81 per doz. New mouse traps— 


ra 
No. 4, with chains, $3.28 per doz.; No. 1, with chains, $3.85 per 
doz Blake & Lamb traps—For rats, No. 0, $4.25 per doz.; No. 


1, muskrats, $5 per doz.; No. 2, large mink, $10.50 per doz. ; 
No. 3, fox, $14 per doz.; less 50 per cent from jobbers’ lists. 
Triumph traps—No. 11, muskrat, $5.60 per doz.; No. 12, fox, 
$10.50 per doz.; No. 14, lynx, $16.50 per doz.; less 65 per cent. 


Garden Tools.—It is of course natural that garden tools 
should come in for a large share of interest at this time 
of the year. This year, however, garden tools have not 
only come in for a good share of interest, but as far back 
as last November local jobbers began to receive orders for 
garden implements of all kinds. Orders that are now being 
received make heavy demands for these items and jobbers 
are beginning to express alarm because a scarcity already 
exists, and if the orders that have been received are any 
criterion of those that are to come, it is doubtful if anybody 
will be satisfied, as most of the jobbers feel that under 
present conidtions as equal a distribution as possible should 
be made. 

Socket holders are $8.04 per doz. Riveted shank hoes, 
blue finish, $3.65 per doz.; solid shank hoes, bronze finish, 
$7.25 per doz.; mortar hoes, 9 in., $10.38 per doz. 

Malleable iron rakes, 10-tooth, $4.15 per doz.; 14-tooth, 
$4.65 per doz.; 16-tooth, $5.10 per doz. Steel rakes, 10- 
tooth $6.75 per doz.; 14-tooth $8.15 per doz.; 18-tooth, $9.50 
per doz. Wooden lawn rakes, wooden bows, $5.26 per doz.; 
steel bows, $7.36 per doz.; wooden hay rakes, 2 wire bows, 
$4.50 per doz.; 3 aluminum bows, $7.10 per doz. 

Spading forks, 4-tong, malleable D handle, strapped, 
$10.75 per doz.; wooden D handle, strapped, 4-tong, $14 
per doz.; 4-tong, extra heavy, wooden D handle, $16.10 
per doz. 

Manure forks, 4 tines, strapped, 414-ft. handle, $11.63 
per doz.; 4 tines, plain ferrule, 41%4-ft. handle, $10.30 per 
doz.; 5 tines, strapped ferrule, 44%4-ft. handle, $14.65 per 
doz.; 4 tines, wooden D handle, plain ferrule, $12.54 per doz. 
malleable D handle, 4 tines, plain ferrule, $10.04 per doz. 
malleable D handle, 4 tines, strapped, $12.50 per doz. 
wooden D handle, 4 tines, strapped, $15.25 per doz. 

Hay forks, 2 tines, 54%4-ft. handle plain ferrule, $9.36 per 
doz.; 3 tines, plain ferrule, 514-ft. handle, $10.54 per doz.; 
3 tines, strapped ferrule, 51%4-ft. handle, $11.95 per doz. 


Ice Skates.—There seems to be quite a substantial mar- 
ket for ice skates both in the jobbing and retail lines. The 
recent cold weather has made skating in the public parks 
very good and many dealers report larger sales of skates 
this year than in many years past. 


Prices are firm as follows: Men’s Union hockey, nickel-plated, 
$1.12 per pair; women’s, same, $1.83 per pair. Men’s cast steel, 
polished, 83¢. per pair; women’s, same, $1.14 per pair; men’s 
cast steel, nickel-plated, 98c. per pair; women’s, same, $1.42 per 
pair. 


Lanterns.—A good demand continues for lanterns in the 
local market and stocks are somewhat low. Prices are 
firm. 


Dietz Hy-Lo lantern, $8.15 per doz.: Monarch, $8.45 per doz. ; 
Blizzard, $12.50 per doz.: Junior side lamp, $15.95 per doz. ; 


. 
’ 
. 
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Eureka driving lamp, $17.30 per doz. 

Linseed Oil.—The linseed oil market is very dull. There 
seems to be little or no buying interest of any kind. Prices 
range from $1.77 to $1.79 per gal. for January-March, for 
car lots; $1.79 to $1.81 for 5 barrels or more; and $1.81 to 
$1.84 for less than 5-barrel lots. Boiled oil is 2 cents extra; 
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double boiled oil is 3 cents extra, and oil in half barrels is 
5 cents additional. : 


Lawn Mowers.—More interest was shown last week in 
lawn mowers than has been manifested for some time past. 
Many inquiries were received by local jobbers and most of 
the spring orders contain substantial requests for mowers. 

We quote from local jobbers’ stocks f.o.b. New York: Plain 
bearing, 3 blades, 12 in., $5.15 net; plain bearing, 14 in., $5.40 
net; plain bearing, 4 blade, 10 in., $5.50 net; plain bearing, 4 
blade, 12 in., $5.75 net; 16 in., $6.25 net; ball bearing, 3 blades, 
12 in., $6.40 net; 16 in., same, $6.90 net; level, 4 blade, 14 in., 
$9.35 net; same, 18 in., $10.35 net; same, 20 in., $10.85 net. 

Nails.—We quote from the report of last week, which 
still holds true of the market in this locality. 

There has been no appreciable change in the local nail 
market, and, indeed, none is looked for until production 
has been materially increased. The American Steel & Wire 
Company is holding the base price of wire nails at $3.25 
per keg, but it cannot fill a fractional part of the de- 
mands it receives. It seems almost irrational to give local 
quotations on cut and wire nails because of the constant fluc- 
tuations and sundry circumstances that affect every separate 
sale differently. However, local quotations on wire nails 
range from $5.50 to $7.50 base per keg and on cut nails 
the figures range from $6.75 to $8 base per keg. Only 1 
and 2 keg lots are obtainable from local jobbers. Brass and 
wire nails in 1-lb. papers are quoted by local jobbers at 2/3 
off. Quarter lb. papers take a discount of 10 per cent. Set 
screws, iron, 50, 10, 5° per cent off. Cap screws, 50 and 10 
per cent off. Galvanized nails, 25-lb. boxes, 4 D, $8.30; 6 D, 
$8.20; 8 D, $8.10; 10 D, $8.05; 20 D, $8. Galvanized roofing 


nails, 1 x 12, $9.50. Plain roofing nails, 1 x 12, $6.85. 


Naval Stores.—Both turpentine and rosin continue to ad- 
vance. The supply is better, but demands have appreciably 
increased. Turpentine ranges from $1.97 to $1.99 per gal., 
f.o.b. New York. Rosin, common to good grade on a basis 
of 280 lb. per barrel is quoted from $18.75 to $19.25; D 
grade is $19.75 to $20.25, and best W W is $23.50 to $24.25 
per barrel. 


Rope.—The rope market is very active and many firms 
report that they have orders that will keep them busy until 
near the end of the year. 

Quotations are: Jute rope, No. 1, 17%c. to 18c.; Jute rope, 
No. 2, 16%c. to 17c.; Jute twine wrappings, best grade, 28'%4c. to 


33c.; Indian hemp twine, No. 4% to 6-in. basis, 24%c. to 27c.; 
Manila rope, best grade, 25¢c. to 26%c.; second grade, 24c. to 
25%c; hardware grade, 22c. to 23%c.; Sisal rope, pure, %-in. 


basis, 19c. to 2214c.; lathe yard, first grade, 19c. to 22%c.; 
second grade, 17c. to 19'%4c. 

Roofing and Building Paper.—There is a great scarcity 
in all kinds and grades of roofing and building paper and 
also heavy buying activity. Prices are on the advance. 
Tar paper is quoted by local jobbers as follows: No. 1 ply, 
$2.65 per roll; No. 2 ply, $1.75 per roll; No. 3 ply, $2.20 per 
roll. Red rosin sheathing paper, 25-lb. roll, $1.50; 30-Ib. 
roll, $2.05; 40-lb. roll, $3. Rubber roofing paper, No. 1 ply, 
$2.55 per roll; No. 2 ply, $3.15 per roll; No. 3 ply, $3.60 per 
roll. Certain-teed roofing, 1 ply, $2.08; 2 ply, $2.60; 3 ply, 
$3.72. Certain-teed sheathing paper, 20 to 40 lb. weights, 
$84.23 per ton. 

Pruning Shears and Post Hole Diggers.—Much interest 
is being shown both of these items. 

Black pruning shears, 9 in., $8.75 per doz.; California patented 
pruning shears, 9 in., $15 per doz. Post-hole diggers are quoted 
by local jobbers at $19.50 per doz. 

Scales.—There seems to be a good interest in this item. 
Prices are firm. 

Family deal scales, flat top, $2.35 each; with scoop, $2.60. 
Parcel Post scales, $2.35 each. Spring balances, to weigh 25 Ib., 
$1.85 per doz.; to weigh 50 lb., $3.75 per doz.; to weigh 100 Ib., 
$49 per doz.; to weigh 150 lb., $70 per doz. Scale weights, list 
plus 40 per cent. 

Shovels.—Oliver Ames brand shovels, spades, scoops and 
Sanderson scoops advanced during the week $1.25 per doz. 
Hollow back, polished steel brand shovels and spades, half 
polished rivet back scoops, black plain back shovels and 
post hole stones advanced $1.50 per dozen net. 

Stove Pipe—A good interest still holds for stove pipe 
and kindred lines. 

Twenty-eight gage, 6 in., $3.50 per doz. lengths; 7 in., $4.75; 
8 in., $6.75; elbows, 4 in., $2; 5-in., $2.40; 6 in., $2.80. 

Vises, Screw Drivers and Drills.—There seems to be a 
very active demand for all the following items that are 
quoted by local jobbers as follows: 

Yankee vises, plain base, $9.93 per doz.; 1993, swivel base, $75 
per doz.; automatic drills, No. 43, $10.45 per doz.; No. 41, $20.90 
per doz.; No. 44, $25.15 per doz.: breast drills, No. 550, $78 per 
doz.; No. 555, $92.40 per doz.; No. 1550, $92.40 per doz. ; hand 
drills, No. 1430, $30 per doz.; screw drivers, No, 90, 2 in., $2.50 
per doz.; 4 in., $3.25 per doz.: 6 in., $4.55 per doz.; No. 95, 2%, 
in., $2.50 per doz.; 3% in., $2.75 per doz.; 5% in., $3.55 per doz. ; 
No. 130, $27.50 per dozen.; No. 131, $37.15 per doz. 
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Office of HARDWARE AGE, 
CHICAGO, Jan. 17, 1920. 

ITH the travelling salesmen back on the road, filling 

current wants of the retailers and taking orders for 
future shipments, the hardware market in general is show- 
ing renewed activity. Throughout this section, the dealers 
are realizing that there is little hope of any price reductions, 
and that merchandise shortages are to be expected. They 
are also taking into consideration the return of the rail- 
roads to private ownership, with the possibility of higher 
freight rates. It is rumored that the roads are to apply 
for a 25 per cent increase in all class rates. With these 
possibilities in view, the retail trade is doing its best to 
get stocks in condition to meet a heavy Spring demand. 
There seems little doubt that there will be a heavy resump- 
tion of building activity in and around Chicago as soon as 
Winter is over. In fact, hundreds of permits have already 
been taken out. It is to be hoped that the wire nail situa- 
tion will have shown decided improvement by that time, as 
the market is practically bare at this time. Glass will 
undoubtedly be scarce, as there are no complete stocks in 
this section, and the makers are pretty well sold up. There 
will also, in all probability, be shortages of builders and 
the various tool lines. There has been an exceptional 
demand for automobiles, auto-accessories, talking machines, 
electric washers, and various other lines requiring skilled 
mechanics to turn out. This has created a competition on 
this type of labor, so essential to the proper manufacture 
of tools and builders’ hardware. Under present buying con- 
ditions, many of the so-called non-essential industries are 
able to over bid the manufacturers of hardware staples on 
skilled labor. It is extremely difficult for the makers of 
tools and builders to hold their best mechanics, and they 
are unable to run their plants to capacity. The shortage 
of raw materials makes situation still more serious. If for 
no other reasons than those given, shortages will prevail 
and prices will remain at a high level. At the present time 
the manufacturers of builders’ hardware are from three to 
five months behind with their orders and are constantly 
falling still farther behind. 

There is also a decided possibility that steel goods will 
be short on the market. It is rumored that several of the 
shovel manufacturers were unable to get steel and are 
consequently behind with deliveries. 

Makers of air rifles are without steel, and until an ade- 
quate supply is received, cannot accurately forecast de- 
liveries. 

Steel sheets are very scarce and local jobbers are limiting 
shipments and refusing to handle back orders. The in- 
dependent mills are sold up for the first quarter, but have 
some capacity available for the second quarter if sheet bars 
can be obtained. The leading interest is apparently not a 
factor in the sheet market at this time, which seems to be 
established at a level $5 per ton above the corporation’s 
prices. 

Linseed oil has shown no change during the past week, 
but turpentine has gone up 18c per gallon on the local 
market. Shellac also shows a market advance, but prices 
are really nominal as there is very little stock available. 

Collections are very satisfactory, with cash sales above 
normal, 


Axes.—The axe market is very active, the demand being 
exceptionally good throughout the timbered section. 
Production is somewhat limited and prices are firm as 
quoted. 

We quote from jobbers’ stocks, f.o.b. Chicago: 
Single bitted axes, 3 Ib. to 4 Ib., $15.50 per doz. 
bitted, $20.50 per doz. base. 

Alarm Clocks.—While sales of alarm clocks are always 
heavy during the winter months, the demand is particularly 
strong this season. Production is very limited, due to the 
scarcity of skilled labor. Prices have advanced recently. 

We quote from jobbers’ stocks, f.o.b. Chicago: The American 
alarm clock, dozen lots, $12.24 per doz. Lookout alarm clocks, 
$15.30 per doz. Tattoo alarm clocks, $13.30 per doz. Slumber 
Stopper, $33.34 per doz. Big Ben and Baby Ben, $2.20 each. 

Ash Sifters.—Scarcity and high price of coal has created 
an exceptionally heavy demand for ash sifters. Jobbers’ 
stocks in this section are comparatively light. Prices are 
firm as quoted. 

We quote from jobbers’ stocks, f.o.b. Chicago: Square wood 
frame, wire screens, 12 x 14 black japanned sifters, $2.80 per 
doz.; galvanized screens, $3.40 per doz.; barrel sifters, No. 06, 
$12 per doz.; furnace sifters, 30-in., straight handle, 81%4 x 13 
rotary sifters, No. 104, $36 


First quality 
base; double 


blade, double tinned, $7.80 per doz. ; 
per doz. 
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Coal Hods.—Owing to the scarcity of steel sheets, the 


supply of coal hods is much more limited than usual. The 
demand is fully up to normal and prices are firmly held. 
We quote from jobbers’ stocks, f.o.b. Chicago: Japanned open 


hods, 17-in., $4.70 per doz.; 18-in., $5.25 per doz.; japanned fun- 
nel hods, 17-in., $5.90 per doz.; galv. open hods, 17-in., $7.20 per 
doz.; 18-in., $7.85 per doz.; galv. funnel hods, 17-in., $5.90 per 


doz.; 18-in., $9.60 per doz. 

Tire Chains.—On account of fairly open weather, not 
many motor cars have as yet been stored for the winter. 
This fact accounts for a very heavy demand for all types 
of tire chains. There are no surplus stocks and in some 
cases shortages prevail. 

We quote from jobbers’ 
chains, 30 x 3%, in lots of 

Cutlery.—There is little if any change in the general 
cutlery situation. The output of the factories is still below 
normal, while there is no abatement shown in the demand. 
Pocket knives, shears and scissors are very difficult to obtain. 
All cutlery prices are firm. 

Jack Knives.—American two-blade standard gauge pocket 
knives, length, % in., stag or wood handles, $6.75 per doz., f o.b. 
Chicago. Above are steel lined and black inside, with steel bol- 
sters and no cap. 

Length, -35¢ in., stag or wood 
Chicago. Above are brass lined 
and shields, and clean inside. ESAS : me 

Length, 35 in., stag or wood handles, $17.75 per doz., f.o.b. Chi- 
cago. Above have two cutting blades and one patented punch 
blade. They are brass lined with nickel silver bolsters, caps and 
shields. ‘b 
on Lanath, 354 in., stag handles, “Boy Scout” pattern, $19.80 per 
doz., f.0.b. Chicago. Above have one cutting blade, one patented 
punch blade, one can opener blade and one combination screw- 
driver and bottle cap opener blade. All prices are net. 

i > ar > Cc Ve » *rice ade 

Butcher Knives.—Standard Beech handle American made 

butcher knives, “fully guaranteed.” Three brass saw screw rivets 
in handles, 6-in., $4.00 per doz.; 7-in., $4.65 per doz.; 8-in., $5.65 
per doz. All prices net, f.o.b. Chicago. —— pattern kitchen 
cnives, $1 to $2.50 per doz., net, f.o.b. Chicago. . 
" te te style open blade type, with rubber handle, fult 
hollow ground, %-in., %-in., %-in., $21 per doz., net, tom! hi- 
cago. Three-quarter hollow ground, %4-in., %-in., %4-In., $1! per 
doz., net, f.o.b. Chicago. Half hollow ground, 14-in., %-in., %4-in., 
$14 per doz., net, f.o.b. Chicago. i 

Safety Razors.—Gillette Standard and vest pocket edition, list 
60 per doz. a : ; ; 
age Hn A standard and army edition, list $60 per doz. 
takes a discount of 25 per cent, f.o.b. ¢ hicago. a ees 

Extra blades for above, 6’s, 50c. and 12’s $1, less 25 per cen 
discount per package. _ ’ 

Gem Damaskeene safety razors, 1 dozen lots, . 
net, f.o.b. Chicago; 3 dozen lots, $8 per dozen, net, f.0.b. gO 
12 doz. lots, $7.50 per doz. net, f.o.b. Chicago. Gem — 
blades, lots of 1 doz. packages, $4.20 per doz. packages ; REA ( oz. 
packages, $3.84 per doz. packages; 36 doz. packages, $3.60 per 

z% packages. ? " : 
“Ste ae safety razors, 1 doz. lots, $8.40 per doz. mat, 2 o> 
Chicago; 3 doz. lots, $8 per doz., net, f.o.b. Chicago. Ever Ready 
extra blades, standard package, of 6 blades, lots of 1 doz. 
ages $3.36 per doz. packages; per card of 2 doz. packages, 
per doz. : lots of 5 cards in one shipment, $6.24 per card. 

Cli : iv 7 r pai at, f.o.b. Chicago; 

i Clippers.—Khedive, $1.70 per pair, net, 0. E 

euunent No... 2 per pair, and No. 0, $2.10 per pair, net, f 0.b. 
Chicago; Brown & Sharpe, No. 000, list per pair, $4, less : 1S per 
cent discount; Brown & Sharpe, No. 00, list per pair, $4, = 
per cent discount; Brown & Sharpe, No. 0, list per pair, ey — 
25 per cent discount; Brown & Sharpe, No. 1, list per pair, }$ ss 
25 per cent discount. 

—Nicke jlated straight, trimmers, 

Shears.—Nickel f ae $12.95 per doz.: 


Chicago: Rid-O-Skid 
$2.53 per pair. 


f.0.b. 


pairs, 


stocks, 
dozen 


handles, $11.50 per doz., f.o.b. 
with nickel silver bolsters, caps 


Above 


$8.40 per dozen, 
Chicago; 








$6.72 


(es 





patterns, 
$14.40 per 


regular 
8-in., 


6-in., $11.50 per doz.; 7-in., angie ej $10.25 
zZ.; japs 11 straight trimmers, regular pattern, 6-In., 3 Zt 
doz.; japanned straigh don. Sin. $42.80 per doz.; barber 


xr doz.; 7- $11.50 per , 
lag OR 5 reuuieg pattern, 7-in., $12.95 per doz. ; 
$14.40 per doz. All prices net, f.o.b. Chicago. 

Eaves Trough and Conductor Pipe.—The demand for eaves 
trough and conductor pipe still continues and the a 
of sheets has created somewhat of a shortage on the mar X 
Prices were recently advanced and present levels are firmly 
maintained. ” . oe 

4 j ers’ stocks o.b. Chicago: 29-gage, lk 
git cee ae jobers, ieee be ft: 2-in., plain galvanized 
ridge roll, $5.55 per 100 ft.; 29-gage conductor pipe, 3-in., $6 per 
100 ft. These prices are for full crate lots. ; 

Files.—File sales are considered very satisfactory al- 
though the demand is naturally lighter than during the 
summer months. No lower prices are to be expected under 
present conditions in the raw material and labor fields. 

We quote from jobbers’ stocks, f.o.b. Chicago : ; Nicholson files, 
50-71% per cent discount; New American, 60 per cent discount ; 
Disston, 50-10 per cent discount; Black 50-5 per cent 
discount. 

Galvanized Ware.—The demand for galvanized ware is ap- 
parently above normal while the supply is very limited. This 
is particularly true in regard to galvanized tubs, as the 
makers have been unable to obtain blanks from the sheet 
mills. At the present time there are no No. 3 galvanized 
tubs on the local market. 

We quote from jobbers’ 


$-in., 


Diamond, 


stocks, f.o.b. Chicago: Competition 
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galvanized tubs, No. 1, $10.50 per doz.; No. 2, $11.75 per doz. 
Competition galvanized pails, 10-qt., $3.65 per doz.; 12-qt., $4.00 
per doz. : 

Glass.—With every indication of a heavy building season 
next summer, the window glass situation is giving dealers 
and jobbers some concern. The glass makers are sold up 
for several months to come and stocks of both jobbers and 
factory distributors are very light. The shortage is very 
marked in the more commonly used sizes. While no 
changes have as yet appeared on the local market, it is 
not unlikely that prices will advance in the near future. 

We quote from jobbers’ stocks, f.0.b. Chicago: Single strength 
A, all sizes, ‘7 per cent off; single strength B, first three brack- 
ets, (¢ per cent off; all sizes, double strength A, 79 per cent 
off; putty in 100-lb. kits, $4 ; glaziers’ points, No. 1, No. 2 and 
No. 3, 1 doz. to package, 65c. per package. 

Clipping Machines and Parts.—Jobbers are already begin- 
ning to receive orders for horse clipping machines from 
southern territories. There is also a fair demand for the 
sheep shearing machines. On account of general conditions 
in regard to shipping, dealers are advised to place their 
orders for this line as soon as possible. 

We quote from jobbers’ stocks, f.o.b. Chicago: Stewart horse- 
clipping machines, No. 1, ball-bearing, enclosed type, for horses, 
mules and cows, list $12.75 Top plates, list $1.00. Bottom 
plates, list $1.50. Discount, 25-5. Stewart clipping machine, No. 
8, for sheep and goats, complete with No. 5 shear, four combs 
and four cutters, $17.00 list. Discount, 25-5. 

Wood Handles.—There is a decided scarcity of hickory 
handles due to the shortage of hickory timber and to the 
fact that other industries are competing for the supply. 
Prices advanced recently and will probably go still higher 
before summer. 

We quote from jobbers’ stocks, f.o.b. Chicago: No. 1 hickory 
axe handles, $4 per doz.; No. 2, $3 per doz.; second growth hick- 
ory axe handles, $6.30 per doz.; extra quality hickory axe han- 
dles, $5 per doz.; No. 1 hatchet and hammer handles, 90c. per 
doz.; second growth hickory hatchet and hammer handles, $1.60 
per doz. 

Lanterns.—The demand for lanterns during the coal strike 
was particularly heavy and local jobbing stocks were greatly 
depleted. The demand is still above normal and wholesalers 
have been unable to fill stocks. The market is exception- 
ally strong with higher prices more to be expected than 
declines. 

We quote from jobbers’ stocks, f.o.b. Chicago: Competition 
lanterns, No. 0 tubular, $6.50 per doz.; No. 2 tubular cold blast 
$9.35 per doz. ‘ 

Paints and Oils.—The paint trade is entering the new 

year with decided possibilities of high price levels. Jobbers 
and branch houses are warning the trade that there is not 
now the slightest possibility of a break in paint prices 
before spring. The demand in general is good as dealers 
expect heavy resumption of building activity, and are 
endeavoring to get their stocks in shape. Turpentine has 
advanced during the past week 18c. per gal. on the local 
market. This is the only advance in paint lines reported 
this week. 
_ The following prices prevail on leading staples: Strictly pure 
linseed oil, 1 to 4 bbls., one delivery, raw, $1.98 per gal.; boiler, 
$2.00 per gal. Terms, 30 days net, or less 1 per cent if paid 
within 10 days from date of invoice. Strictly pure gum spirits 
of turpentine in barrels, $2.11 per gal. 180-degree, denatured 
alcohol, in barrels, 85c. per gal. Strictly pure white lead, 100-Ib. 
kegs, $14.50 each. New York plaster of Paris, in barrels, $4.00 
per bbl. Gilders’ whiting, in barrels, $3.00 per cwt. Pure shel- 
lac (4-lb. goods), in gallon cans, white, $6.85 per gal.; orange, 
$6.35 per gal.; English Venetian Red, in barrels, $2.50 to $5.00 
per cwt. 
_ Nuts and Bolts.—The past two weeks have shown some 
improvement in the nut and bolt situation as the makers 
have received fairly heavy shipments of raw material. The 
shortage, however, is still apparent. There is every possi- 
bility that steel and iron prices will be higher and prices on 
nuts and bolts may follow suit. At any rate lower prices 
are out of the question for some time to come. 

We quote from jobbers’ stocks, f.o.b. Chicago: Machine bolts 
up to % x 4 in., 55-5 off; larger sizes, 25-5 off; carriage bolts 
up to % x 6 in., 30 off; larger sizes, 20 off; coach or lag screws, 
gimlet points, square heads, 45-5 off; hot pressed nuts, square or 
hexagon cap, $1.45 off per 100 lb.; stove bolts, 70 off. 

Wire Nails.—The situation with regard to wire nails is 
unchanged. Local jobbers have no stocks and when ship- 
ments are received they are parcelled out to customers 
immediately. There is considerable variation in price as 
the leading interest still clings to the old schedules, while 
the independents are asking from 

We quote from jobbers’ stocks, f.o.b. Chicago: 
nails, from $3.90 to $4.50 per keg base. 

Rope.—The local rope market is rather quiet at this time 
but the undertone is apparently firm on the manila types. 
In fact local jobbers are of the opinion that standard manila 
rope will go slightly higher because of the shortage in the 
better grades of manila fibre. 










Common wire 


25c. to 50c. more per keg. 


Hardware Age 


We quote from jobbers’ stocks, f.o.b. Chicago: In full coils, 
manila rope, standard brands, No. 1, 25c. per lb. base; No. 2, 
24144c. per lb. base; No. 3, 224c. per lb. base; Sisal rope, full 
coils, standard brands, No. 1, 194c. per lb.; No. 2, 1744c. per lb. 

Roofing and Building Paper.—Open weather is responsible 
for a continued local demand for roofing and building paper, 
with the result that stocks are more or less broken. There 
is still a decided shortage of felt and this is adding to the 
cost of manufacture in roofing and building paper lines. 
The market is decidedly firm. 

We quote from jobbers’ stocks, f.o.b. Chicago: Certainteed roof- 
ing, 1-ply, $1.93 per sq.; 2-ply, $2.44 per sq.; 3-ply, $2.95 per sq. ; 
Major roofing, 1-ply, $1.53 per sq.; 2-ply, $1.94 per sq.; 3-ply, 
$2.35 per sq.; Guard roofing, 1-ply, $1.13 per sq.; 2-ply, $1.49 per 
sq.; 3-ply, $1.85 per sq.; tarred felt, $3.75 per 100 Ib.; red and 
gray rosin paper, $75 per ton. 

Spark Plugs.—In common with all automobile accessories, 
spark plugs are in good demand, the volume of sales being 
greater than for the same period of last year. There is no 
particular shortage; but the market is on a stable foundation. 

We quote from jobbers’ stocks, f.o.b. Chicago: Hercules Giant, 
lots of 1 to 50, 65c. each; lots of 50 to 100, 62%4c. each; lots of 
100 and upward, 60c. each; Hercules Junior, lots of 1 to 100, 40c. 
each; lots of 100 to 150, 3714c. each; lots of 150 and upward, 3oc. 
each: Hel-Fi standard plugs, lots of 50 to 100, 42%4c. each; lots 
of 100 and up, 40c. each; Hel-Fi superspark plugs, lots of 50 to 
100, 6214c. each; lots of 100 and up, 60c. each; A. C. Titan plugs, 
63c. each; A, C. Cico plugs, 48c. each; Champion X, 59c. each ; 
Champion O, 62c. each; Champion Heavy-Duty, 73c. each; Split- 
dorf plugs, 6214c. each; United plugs, Junior, small lots, 40c, 
each: lots of 100 or over, 374%4c. each; United Giant Heavy Duty, 
small lots, 60c. each; lots of 100 or over, 5714c. each. 

Steel Sheets.—There is no other item in the steel and iron 
line so difficult to obtain as steel sheets. At a recent meet- 
ing in Pittsburgh of the independent makers, it was found 
that they were all out of the market for sales during the 
first quarter. Some of the independent plants are not 
entirely sold up for the second quarter, provided they can 
get sheet bars. Premiums are being asked and received for 
prompt delivery. 

We quote from jobbers’ stocks, f.o.b. Chicago: 
sheets, No. 28, $7.50 per 100 lb. 

Stove Boards.—Local jobbers have announced new prices 
on stove boards and are now taking orders for future de- 
livery. With the scarcity of sheets, it now seems certain 
that the available supply of stove boards will be very limited 
and dealers are advised to place their orders early. 

We quote from jobbers’ stocks, f.o.b, Chicago: Wood lined 
crystal stove boards, 24 x 24, $13.65 per doz.; 26 x 26, $16.05 
per doz.; 28 x 28, $18.85 per doz.; 30 x 30, $21.30 per doz.; 33 x 
38, $25.50 per doz.; 36 x 36, $30.50 per doz. 

Screws.—There is a normal demand for screws over the 
rétail counters, but there is said to be an exceptionally heavy 
call from manufacturing sources. Prices were advanced 
last week and new quotations are firmly held. 

We quote from jobbers’ stocks, f.o.b. Chicago: Flat head, 
bright screws, 7214-20: flat head brass, 60-20; round head brass, 
5714-20; round head blued, 70-20. 

Sash Weights—There is a decided scarcity of sash 
weights on the Chicago market, and in some cases foundries 
are asking more than regular retail prices. None of the 
jobbers has any surplus stocks and most of them are selling 
in small quantities only. 

We quote from jobbers’ stocks, f.o.b. Chicago: Sash weights, in 
less than ton lots, $63 per ton; ton lots, shipment direct from the 
foundry, subject to delay, $60 per ton. 

Wheelbarrows.—Wheelbarrows are none too plentiful on 
the market, while the demand is much heavier than usual 
for this season. Prices advanced recently and jobbers say 
that the price peak has not yet been reached. 

We quote from jobbers’ stocks, f.o.b. Chicago: No. 4 tubular 
barrows, all steel, $7.25 each; common tray or stave barrows, 
$2.75 each; angle leg garden barrows, $4.75 each. 

Wagon Singletrees and Eveners.—In common with all 
hickory products wagon singletrees and eveners are high 
in price and limited in supply. Several advances have been 
made within the last two months and the present market is 
very firm. 

We quote from jobbers’ stocks, f.o.b. Chicago: Wood eveners, 
hickory, plain varnished, 48-in., $17 per doz.; hickory singletrees, 
varnished, strap end, 34-in., $11.50 per doz. 

Wire Cloth and Poultry Netting.—Local jobbers report a 
good volume of orders for wire cloth, the dealers evidently 
realizing the probability of serious shortages in the spring. 
The makers are sold up as far ahead as they can reasonably 
hope to fill orders and they are not looking for new business. 
Stocks of local jobbers are in fair condition at the present 
time, but no new shipments are being received from the 
mills. Retail dealers who do not place their orders early 
may be unable to get the goods in the spring. Much the 





Galvanized 


same situation prevails in regard to poultry netting. 

We quote from jobbers’ stocks, f.o.b. Chicago: Black painted 
wire cloth, 12-mesh, $2.15 per 100 sq. ft.; poultry netting, galva- 
nized before weaving, 59 per cent discount; galvanized after 
weaving, 45 per cent discount. 
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BOSTON 


Office of HARDWARE AGE, 
Boston, Jan. 17, 1920. 

HELF hardware jobbers throughout New England are 

enjoying an unusually heavy demand for goods in gen- 
eral, which speaks well for the retail fellow. The path of 
the jobber, however, is not as rosy as the demand would 
suggest. He is still having his troubles in securing stock 
to apply to orders received. And yet sales, by the average 
jobbing house here, at least, are running even with or better 
oa those of a year ago. 

The jobber has been.told by many of the manufacturers 
of hardware that the production situation is not likely to 
clear up for months, and that he can make up his mind 
that it is to be the same old hustle to get merchandise that 
was experienced during the closing months of 1919. The 
efforts of the jobber naturally have been directed more 

strongly than ever toward securing greater supplies of 
staple hardware, but at the same time the tendency to ex- 
pand along other lines is greater. In other words he con- 
stantly is trying to discover something to sell which will 
prove attractive to the retail dealer, and is meeting with 
more or less success. Some of the retail dealers who have 
had success during the past year in the sale of toys, silver- 
ware, glassware, etc., are willing to be shown by the jobber 
whatever new lines can be turned into cash. There is another 
element, however, which maintains that success can be 
gained only through the sale of strictly hardware articles. 
Certain it is that more New England hardware stores in 
towns and cities are to-day carrying a more varied line 
than ever before, and it will be interesting to watch how 
fur this development of business will extend before the 
output of the hardware manufacturers assumes a normal 
basis. 

One feature of the shelf hardware business placed dur- 
ing the past week has been the general resumption of spring 
goods ordering. Up to a week or so ago the buying of such 
stock was confined to the largest of the retail trade. To-day 
even the smallest firms are getting their names on jobbers’ 
books for merchandise to be delivered several weeks from 
now. It is very evident, therefore, that the New Englander 
has enough faith in the future to go ‘— ad in his selling 
plans. It very often happens that the New Englander is 
very conservative in purchases.and sometimes puts off buy- 
ing until after dealers in other sections of the country have 
covered their requirements. To-day is proving the excep- 
tion, however, if what the manufacturers and jobbers say 
is true. New Englanders appear to have caught the jump 
on some of the other sections of the country in buying, not 
only of hardware, but pig iron, and iron and steel products 
in general. The common belief is that goods of all kinds 
are to be scarce for many months and that the fellow who 
has his name on the producers’ books first is more likely 
to get his order filled than is the one who leaves his buying 
to the last minute. 

Heavy hardware lines are selling more freely than was 
the case a month ago, but there is still room for much im- 
provement in this respect. The heavy hardware jobbers are 
having the same troubles in regard to supplies as is the 
shelf hardware, and it can safely be said that generally 
speaking their stocks are smaller than they have been 
before in many years, if not within the memory of the 
present business generation. Automobile accessories are 
being more generally sold by the heavy hardware trade 
than ever before and if present plans mature more are 
to engage in such lines. 


Blankets.—There is every indication that jobbers will be 
obliged to advance their prices on horse blankets before 
long. Some time ago they placed orders with the manufac- 
turers at prices, which to-day look attractive. The manu- 
facturers have now withdrawn these prices and announce 
that new lists, which will be issued shortly, will be based on 
estimated values as ruling on June 1, next. The jobber is 
wondering how the manufacturer can estimate what the 
price will be next June. 


Bolts and Nuts.—It is understood that two important 
manufacturers of bolts are in favor of higher prices for 
their product, but that another, one of the largest, has no 
intention of changing his list for the time being, at least. 
For that reason the local market is more or less unsettled. 
Seme of the retail houses and large consumers, knowing 
the facts of the case, are not taking any chances and lay- 
ing in good supplies, which gives the market a more active 
appearance. The rank and file of consumers, however, are 
not market factors. 


We quote from jobbers’ stocks: Machine bolts, C. T. D. nuts, 
4 x % and smaller, 20 per cent discount; 4% x % and larger, 
10 per cent discount, with H. P. nuts, 4 x % and smaller, 25 per 
cent discount; 444 x %, and larger, 15 per cent discount; common 


carriage bolts, 6 x % and smaller, 15 and 5 per cent discount; 


64 x % and larger, 10 per cent discount; tap bolts, list plus 15 
per cent; Eagle carriage bolts, net prices; stove bolts, large 
quantities, 65 per cent discount; in smaller quantities, 50 to 60 


per cent discount; bolt ends, 15 per cent discount; tire bolts, 





15 per cent discount; semi-finished nuts, 9/16 and smaller, 65 
per cent discount; 5, and larger, 50 and 10 per cent discount; 
finished case hardened nuts, 50 and 10 per cent Giscoent ; _ ©. 
square blank in full keg, tapped; hexagon, blank, tapped; P<. 
& T. square blank, — hexagon blank and tapped, list shi le. 

some of the retail dealers in 
Massachusetts, at ie ast, are taking their cue on thermos 


bottles by the record- bre: aking registration of pleasure cars 
in this state since Jan. 1. The size of orders for such 
bottles being received by the jobbers suggests that retailers 
are anticipating a big demand for them this spring. The 
recent advance in prices on bottles evidently has made 
little impression on the retail hardware buying power. 
Thermos bottles, brown steel pints, $2.75 list: quarts, 
$4.50. Corrugated, nickel, pints, $4; ‘quarts, $6. Smooth nickel, 
pints, $4.50; quarts, $6.50. Discount 25 and 10 per cent. 
Cooking Ware (Glass).—The anticipated advance in prices 
for this product has not matured, according to the trade 


case 


here. Jobbers feel, however, that it will come sooner or 
later. 

We quote from jobbers’ stocks: Casseroles, round, 1-qt., $18 
per doz.; 144-qt., $21 per doz.; 2-qt., $24 per doz. jaking dishes, 


uncovered, 1-qt., $10.20 per doz.; 
$14.40 per doz. Pie plates, $9 to $12 per doz Cake dishes, $9 
per doz. Bread pans, $10.80 to $21 per doz. Small baking dishes, 
$1.80 to $3.60 per doz. Jobbers’ terms are 30 per cent off list. 

Fishing Traps.—It may be that the life of the soldier boy 
during the Worid War gave him a yearning for the out-door 
life; it may be the growing popularity of the boy scout 
movement; and it may be a number of other things. What- 
ever it is, there is an unusually heavy demand for fishing 
traps of ail kinds, and the best of opinion in the jobbing 
trade is that they are not going to get one-quarter enough 
stock to fill orders. Retail dealers will find that most 
things in the fishing trap line, and especially lines, will 
cost them considerably more than they did last year. This 
fact is due to the increased cost of raw materials, notably 
cotton and silk. 

Hose.—A rumor freely circulated to the effect that there 
is to be a general advance in automobile tires within a short 
time, evidently has reminded many of the retail hardware 
dealers that it might be a good time to buy a little rubber 
hose. Whatever may be the source of inspiration, there 
has been a noticeable increase in bookings for hose. Job- 
hers feel that the fact they have not been obliged to advance 
their prices on hose has been a prominent market influence. 

We quote from jobbers’ stocks: Leader, %%4-in., 11%4c.; 5-in., 
12%4c.; %-in., 124c.; Olympia, 5¢-in., 13%c.; Milo, %-in., loc.; 
Bull Dog, 5s-in., 18%4c. per foot. Good Luck, %-in., 1444c. per 
foot. 

Galvanized Ware.—The movement of all kinds of gal- 
vanized ware out of jobbers’ stock holds up remarkably well. 
Most of them, however, are shipping on orders placed some 
time ago. The volume of new placed business is no more 
than normal. The fault of jobbers’ late deliveries lies with 
the manufacturers. The latter have been having consider- 
able trouble in getting raw material from the steel mills. 
Prices for galvanized ware are unchanged. There has been 
some talk here of late of another pending advance to offset 
the increased cost of raw material due to some manufac- 
turers being obliged to pay premium on stock purchased to 
tide them over until mills made regular deliveries. 

We quote from jobbers’ stocks Ash cans, without 
each: with three stays, $5.50 each 


14-qt., $12 per doz.; 2-qt., 


stays, 


$3.50 





_ Coalhods. Japanned No. 5, $4.09 per dozen; No. 6, $4.39: No. 
, $4.80. Galvanized, No. 515, $6.26 per doz.; No. 516, $6.94; 
No 517, $7.50: No. 518, $8.18: No. 186, extra heavy, $12.75; extra 
strong with rivets $33 

Pails.—Fight- -quart, $3.71 per dozen; 10-qt., $4.20; 12-qt., $4.62; 
14-qt., $5.18; heavier pails, 40 Ibs. to the dozen, $6.75; 50 Ibs. to 


the dozen, $8.70 

Tubs.—Galvanized, No. 200, 

Iron and Steci.—The iron supply situation appears to be 
much easier than it was a fortnight or so ago. Steel, and 
especially the smaller sizes, continues scarce. Some of the 
jobbers are urging consumers to substitute iron for steel, 
but this practice is not common. Prices are reported as 
strong, and with the exception of one house, as unchanged. 
This one house is asking premiums on steel. 


$20.60 per dozen: No. 300, $22.96. 


Iron.—Refined, per 100 Ib., $4.10 base except as noted; round 
and square, *%4 and 7/16 in., $5.50 base 1, and 9/16 in., and 2% 
in. and Imrger, $4.50 base; flats, wider than 6 ir $5.50 base: 
5. in. round and square to 214 in. flats ™% in. thick and ‘thicker, 6 
in. wide and narrower, $4.10 base; best iron, flats, round and 
squares, $5.50; H. & P. ovals, half ovals and bevels, $7; rounds, 





96 


$6; Wayne iron, $7; band iron, $5.20; hoop iron, $5.45; Norway 
iron, $20. Broken bundles, add 4c. Ib. 

Steel.—Soft steel bars, $4 per 100 lb. base; flats 6 in. wide 
and narrower, over 2 in. thick, $4.50; over 6-in. wide and thicker 
an 1 in., $4.85; flats wider than 6 in. and not even inches, 
.85; concrete bars, plain round and square, $4; twisted squares, 
.00; angles, channels and tees under 38 in., $4; channels and 
beams, 3 in. and over, $3.75; tire steel, 14% x % in. and larger, 
$4.70; narrower and thinner, .20; spring steel, $8.50; crucible 
r ¥€7%) steel, $12.50; bands, $ 0; hoops, $5.45; cold-rolled rounds, 

50; cold-rolled squares, hexagons and flats, $6; toe calk steel, 
$6: rubber tire channel, $7.50. Broken bundles, add 4c. lb. 


Lawn Mowers.—The placing of limited orders for lawn 
mowers, as noted a week ago, has continued. The buying 
movement, however, is not large as yet. 















We quote from jobbers’ stocks: Cheaper grades, 14-in., $4.80 
each ; 16-in., $5; 18-in., $5.20. Ordinary grades, 16-in., $7.50 
each ; 18-in., $7.80. Better grades, 14-in., $11.40 each; 16-in., 
$12 2.54; 18-in., $13.68; 20-in., $14.82. 3all-bearing mowers, 14-in., 
$12.67 each; 16-in., $13.94 ; 18-in., $15.20; 20-in., $16.47. 


Lock Sets.—Local jobbers have advanced their. prices on 
lock sets, latches and general builders’ hardware from 20 to 
25 per cent following the recent revision in manufacturers’ 
lists. The manufacturers are reported as refusing to take 
oraers for builders’ hardware claiming that they have all 
the business on their books that they possibly can comfort- 
ably handle during the next few months. 


Nails.—There has been a revision in manufacturers’ lists 
on cut nails, but jobbers are quoting on the old basis. They 
intimate, however, they may change their prices before 
the end of another week. All kinds of nails continue just 
as scarce as ever. Whatever little stock is received from 
the mills is immediately applied to back orders so the 
market keeps continually cleaned up. 

We quote from. jobbers’ stocks: Wire nails, per keg, $4.50, $5, 
$5.50, $6 base; coated wire nails, $5 per standard, 100-lb. keg 
base; cut nails, ten pennyweight and smaller, $6.25 per cask ane t 
twelve pennyweight and larger, $6.75 base. 

Rivets and Burrs.—A revision in prices on copper rivets 
and burrs is reported. Strange as it may seem, most of the 
changes are slightly downward. The lower range of prices 
is due to the fact that the manufacturers some time ago 





Hardware Age 


were able to buy raw materials at prices several cents below 
the present market level. 


Shoe Findings.—The fact was clearly demonstrated at the 
shoe convention here during the past week that shoes are 
going to cost a lot of money for many months to come. Mr. 
Household Provider will find that retail prices for footwear, 
spring styles, will take a material advance, when fr: sh 
stock is received and put on sale. These two facts appear 
to be a good argument for the hardware dealer buying 
leather strips and cut stock not going wrong in covering 
his requirements to-day. It is a certainty that the general 
public, when they learn the prices to be asked for spring 
boots and shoes, will immediately dig up their old footwear 
and have it repaired. The more shoes repaired the larger 
the retail sales of shoe findings. 

Taps.—Men’s light, $1.75 to $2.00 per Keg medium light, $2 
to $2.50; medium heavy, $2.75 to $3.2 heavy, $3.25 to $: ic 
Women’s light, $1.30 to $1.50 per doz. ; medium heavy, ve: 55 to 
$1.70. Boys’ medium, $1.90 to $2.25 per doz.; heavy, $2. 

Strips.—Hemlock, clean, €5c. to 80c. per Ilb.; eked. “Bhes 
oak, heavy, medium and light, No. 1, 7dc. to 90c.; No. 2, 65¢. 
to 75c. 

Thermometers.—Local prices on house thermometers have 
been advanced approximately 10 per cent. 

Washers.—A further slight improvement in the demand 
for washers is noted. The market here is well supplied 
with all kinds, however, and at the moment there seems 
little likelihood of prices being higher within the near 
future, at least. 

Watches.—The New Haven watch people have met the 
advance made by other manufacturers in their product. 
Common belief here is that the others will fall in line before 
the end of another week. 

Wire Cloth.—Black wire cloth prices have been advanced. 
For instance a 12-mesh cloth that formerly sold at $2.40 
f.o.b. Boston store, now costs $2.50. The price from the 
factory has advanced in proportion. Revised prices follow: 

Wire Cloth.—Black, 12-mesh, $2.50 f.o.b. store and $2.35 f.o.b. 
Pittsburgh factory; 14-mesh, $2.90 f.0.b. store and $2.75 f.o.b. 
Pittsburgh factory. 





Mills ond Haedones Suneilies. icici: y 2 & 1920 


Steel Crowbars, 10 to $%05% DRESSING—Belt— 
é 4 @914¢ Jobbers’ Mfg. Company: 
Pinch Bars, 10 to 40 a @oue Blue Ribbon, Stick, @ 1lb..30¢ 
72 2 Paste, { a 
BEAMS—Scale— —e 5 & 10 ID cans, 


Chatillon’s No. 1, 

List Sept. 25, 1918 
200 300 400 600 1000 Ib. 
$3.00 $4.00 $6.00 $8.00 $14.00 


Liquid in gal. cans 941.$3.00 
DRILL AND DRILL 
STOCKS— 


Conti s BG. Bisco ccscnsd 25% Twist, Bit Stock........% 50&107% 
PS. &W. ser Faecal and Straight 
> rs —_ ‘visti. OL OTT Te 45% 
ey 25 918—16% % oe ‘ 
Oy = 5, 1918—16% % Wire Gauge Jobbers’ and R. 8 
List Sept. 7, 1918—16% % Blackemtth .....eseceees 45% 
wile Brace Drills for Wood...50&10% 


BELTING—LEATHER— 


EMERY—T <ish— 
From No. 1 Oak Tanned Butts. vengenge 








Belting, Ex. Hvy., 18 02...35% me er. 
Belting, Heavy, 16 oz..... 40% et ease ea tS Oe me 
Belting, Medium, 14% oz...40% HAMMERS AND 

Belting, Light, 13 oz.......50% SLEDGES— 

Second Quality, Sides......55% 3 to 5 Ib... 

Second Quality, Shoulders. ..60% Over 5 Ib 

Cut Leather Lacing, Strictl 
ay grediecers volte 45 % OILERS— 

Leather Lacing Sides, per Po Steel, Copper Plated........ 60% 
ft. Raw Hide, No. 1 in Chace, Brass and Copper....10% 
sides 17 8q. ft. and over...47¢ Railroad, coppered..... 33% &5 % 
Under 17 8q. ft....-++++0+- 45¢ Chace, Zine Plated....... 83% % 

Rubber— Railroad, brass ......44. 20&5 % 
Competition (Low Grade) .50&10% PICKS AND MATTOCKS— 
POURS ov svnrenieaesed 40&10% Railroad 80% 

f ne |. Mere err Ey eres 

Best Grades. .covcerccvcree 35% Contractors’ Pioke.......«. 25% 

rcp 

RE enc cee Eastern Retail Trade. Per 1d. 

Manila, % in. diam, and larger: 
Drill— Highest Grade 27% ¢ 

Athol Machine Co.: Second Grade 

Drill Blocks ......... List net Hardware Grade 
Bisal, % in. diam. and larger: 
olts— Highest Grade ¢ 


Carriage, Machine, &c.— Second Grade 


SAWS AND FRAMES— TURNBUCKLES— 


Common Carriage (cut thread): 
3 ¢ 6, and amaller...40&10% 
Common Carriage (rolled thread): 


3% 2x 6, and emaller..... 25% 
Larger or longer......... 15 
Phila. Eagle, $3.00 list..... 60 o 
Bolt Ends, H. P. Nuts..... 40% 

Machine (cut thread): 
% g@ 4, and gsmaller.....50% 
Larger or longer......+.. 10% 


CHAIN—Proof Coil— 


American Coil; Straight Link: 
3/16, $18.00; \%. 
a 


¥ 5.00; 5/16. 








20 
Sisal, Hay, Hide and Bale Ropes. 
Medium and Coarse: 


First quality, 23%¢; second 
CO: er 20%¢ 
Sisal, Tarred, Medium Lath 
Yarn: 
First quality ....ses.00-. 23¢ 
ee 20¢ 


Cotton Rope: 
Best 5/16-in. and wai 
49 @50¢ 
Medium, 6/16-in. and a 


47 @48¢ 
Third Gr., 5/16-in, and 
larger 45 @46¢ 
Jute: 


No. 1, %-in. and up...... 9¢ 
No. 2, y,-in, and up..... ivkes 







Hack— No. 195. Japn’d, per doz.$1.20 
Saws, 6 to 14 in. inc....... 25% Baten Dap: Ce, Sere Sees. 
Saws, Machine Blades, i hciye-+-tenenaethfi-ahaemmmaane &e, 

SS 40 FS Qhiccvusase% 10&10% McKinney Mfg. Co. each, net 

9 ; FQ: 
Saw Frames— ie: “a sis. so 2 2 $18.50; 
Iron, adj., per d0z.......+. $3.75 - 
Steel, ad., 8 to 12 in., per doz., WASHERS—Cast— 
$17.88 Over 4: pee barrel lots, per 
Steel adj., steel hdie., per as Or Dy oe cwneesGeve vase $3.00 
Adj. Pistol-Grip, per doz $18.77 Iron and Steel 

" sane Per 100 Ib. 
SCREW Nee Size bolt 5/16 3% % 

Coach, Lag and Jack— Washers $13.40 12.50 11.40 
Lag, Cone Potnt........ 50&10% 5% % 
Coach, Gimlet Point........ 40% 11.20 11.10 

. WRENCHES— 
: cack Gevetn~ Agricultural 40% 
Standard List......... 40&5 15 % Alligator or, Crocodite.......80% 
Drop Forged B8.....eeeeeeeed 0 

Machine— Btillson pattern.......... 0&5 % 

Cut Thread Iron, Genuine Walworth — 
Flat Head or Round Head, 0&10% 

0&10 % METALS— 
Pulister or Oval Head.50&10% Tin— 

Brass °. 

Flat seek or Rowe Head, serait, WBivevivceve + em 

r BAY eveee see ssereeeees 

Fillister or Oval eet. —* Ame rican pig, 99 per om, 70@72¢ 
a apa" pees Iron, F. 

i Pr Terre rey ee 5% Copper— 

Pillister or Oval Head. BO% Paks ROE: i ios cs vwesicowene 26¢ 
Rolled ar eee WisetOE 6c bec occcees 24@25¢ 

H. or R. H.....+-.00s 65% DOU, oc bento caneeesy 24@259 
Fillister or pF Head... .60% 
Spelter and Sheet Zinc— 
Set and Cap— Western spelter ........ 8% @o9 
Flat Head, Iron........ T5&15% Sheet Zinc, No. 9 base, cast 
Set (Steel) net advance over 12¢; open 12%¢. 

| ere areas eet 25% I a 
Sq. Had 7 Oy: 60&5% scac— P 
De ae ee 65% Ameriens pig...Per lb., 64@7¢ 

Fillister toad OB 0 sass eH §«-_«- BAY vcceeces Per lb., 7% @84¢ 

Wood ; Solder 
Flat Head, Iron xv x % guaranteed...... von 

Round Head, Iron.... sa PESO EPC eee Te 349 
Flat Head, Brass. Refined pce cccrvccseseceses 
Round Head, Brass. Prices of solder indicated by 
> ae ivate brand vary according to 
Flat Head, Bronz 2: | 65&16810% = iti 
Round Head, Bronze composition. 

5214&10&10% Babbitt Metal— 
sTOCKS aS AN Best grade, per Ib.........- 90¢ 

Ey! a — = Commercial grade, per lb..... 50¢ 
WEE. clean onsen e hence 10% Antimony— 

Hand Taps, % to 1 in.....45% Asiatié, “pef Ib. .....cccee 9@10¢ 
mee Taps, smaller than % “hk Aluminum— 
v 


m "8. Taper Taps, No. 2 to 
ee Ses: 60&5 % 
ue ’s. Taper Taps, larger...45% 


No. 1 Aluminum (guaranteed ove? 
99 per cent pure), in ingots for 
remelting, per lb...... 35@37¢ 
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PITTSBURGH 


Office of HARDWARE AGB, 
PITTSBURGH, Jan. 17, 1920. 


NONDITIONS in the steel and allied trades, also in hard- 
ware, show no very great change over those fully noted 
jn our report printed in HARDWARE AGE of last week. Really 
the most important feature of the market is the acute 
shortage in supply of all kinds of steel goods, and the 
steadily advancing prices. As showing the abnormal de- 
mand for finished steel products, we can state that the 
monthly report of the United States Steel Corporation show- 
ing tonnage booked by subsidiaries each month, shows that 
in December unfilled orders of subsidiaries of the Steel Cor- 
poration showed an increase of 1,137,000 tons over Novem- 
ber. It is said, and it is no doubt true, that all the 
identified interests of the Steel Corporation have their out- 
put well sold up over the first half of this year, and have 
taken some tonnage for delivery in second half of the year 
from insistent customers, prices to be fixed later. While 
reports were printed, and most of them are true, that steel 
works and finishing mills are operating at 90 to 95 per cent, 
yet these are creating a wrong impression in the trade. The 
facts are, that while steel operations are again nearly 
normal, yet the actual output of steel products is not more 
than 75 to 80 per cent, due to shortage in labor and to in- 
efficiency and indifference of employees. Many men now 
working in the steel mills are among those who went out 
on strike, and their heart is not in their work. They are not 
putting forth their best efforts to get out production and 
are loafing on the job all they can. An item of interest is 
that the steel strike was officially declared off by the labor 
leaders recently, but this has made very little change in 
actual operating conditions, as the men that the employers 
were really anxious to have go back to work, returned some- 
time ago, and most of the men who were still on strike 
when it was called off are undesirables and few of them 
will get their jobs back. 

Signs are already appearing of the great demand for steel 
that will come from the railroads very soon after they go 
back to private ownership on March 1. Already more than 
300,000 tons of rails have been placed, and last week the 
Atchison, Topeka & Santa Fe Railroad bought 70,000 tons 
of standard steel rails, the Great Western 10,000 tons and 
the Chicago & Eastern Illinois the same amount. Railroads 
are also starting to place orders-for cars, last week the New 
York Central placing an order for the repair of 7500 cars, 
the Pullman Co. for 500 sleeping cars and other railroads 
have placed smaller car orders. The demand for steel plates 
is abnormally heavy, especially for tank work in the oil 
fields of Louisiana, Oklahoma and Texas. The Gulf Refining 
Co. placed last week orders for about 1500 tank cars that 
will require about 30,000 tons of plates and shapes. 


PRICES ON NEARLY ALL LINES OF STEEL CON- 
TINUE TO ADVANCE. LAST WEEK THREE LARGE 
MAKERS OF TUBULAR GOODS ADVANCED PRICES 
ON OIL WELL SUPPLIES $10 PER TON, AND SEV- 
ERAL CHICAGO AND EASTERN MILLS HAVE 
ADVANCED PLATES AND SHAPES $5 PER TON. 
THERE HAVE BEEN SALES OF SHEET BARS AT 
AS HIGH AS $55 PER TON, THESE SHEET BARS 
HAVING BEEN BOUGHT BY AUTOMOBILE BUILD- 
ERS, WHO SHIPPED THE BARS TO OTHER MILLS 
TO BE ROLLED INTO SHEETS. ALL SIGNS POINT 
TO HIGHER PRICES FOR IRON AND STEEL PROD- 
UCTS AS TIME GOES ON AND JUST WHEN THE 
CREST OF HIGH PRICES FOR STEEL WILL BE 
REACHED IS A QUESTION. BUYERS ARE _IN- 
SISTENT ON GETTING MATERIAL AND SEEM 
WILLING TO PAY ANY PRICES THE MILLS ASK, IF 
THEY WILL TAKE THEIR ORDERS. 


GENERAL CONDITIONS IN THE HARDWARE 
TRADE ARE VERY MUCH THE SAME AS THOSE 
NOTED ABOVE IN THE STEEL TRADE. THERE IS 
AN ACUTE SHORTAGE IN SUPPLY OF NEARLY 
EVERY ARTICLE HANDLED BY THE HARDWARE 
TRADE, WITH ALL INDICATIONS POINTING TO 
STILL HIGHER PRICES. GOODS CAN HARDLY BE 
‘OBTAINED, AND THE COLD WEATHER AND HEAVY 
SNOWS OF THE PAST MONTH HAVE HELD UP SHIP- 
MENTS BY THE RAILROADS, SO THAT DELIVERIES 
ARE VERY BAD. 


Bolts, Nuts and Rivets.——Makers continue to report the 
new demand as being very heavy, and say they have their 
‘output well sold up over the first quarter, and have also 


booked a large amount of business for delivery in second 
quarter, prices being left open and to be those in effect when 
shipments are made. The general course of the market 
indicates that higher prices on nuts, bolts and rivets in 
the near future are almost certain. 

The higher prices now being quoted by quite a number of 
the larger makers, who are not members of the Institute, 
are as follows: 


Bolts, Nuts and Rivets 


Large structural and ship rivets. ....ccccccsccccccces $4.10 base 
De DO FICO «ce tvucrutihbedersceceevecntanat $4.20 
Small rivets, 4 in., 5/16 in. and 7/16 in. in diameter, 

50 per cent off list 
Machine bolts, hp. nuts, *% in. x 4 in.: 


“Smaller and shorter, rolled threads. ..50 and 10 per cent off list 


Can SE dees chee wiwee Cee nn ace eéyaes aa 50 per cent off list 

LUMPS ANG lONGOF SIMOS. . cc cc svecscecs 40 and 5 per cent off list 
Machine bolts, c.p.c. and t. nuts, % in. x 4 in.: 

nee Ge MOULD fic nautce coenune 10 and 5 per cent off list 

jg rer err rrr ere 35 and 5 per cent off list 
Carriage bolts, * in. x 6 in.: 

Smaller and shorter, rolled threads.....45 and 5 per cent off list 

Ce Ce. 2. sewrscn sue ekind Gene eels $0 and 5 per cent off list 

Larger and longer sizes............. 30 and 10 per cent off list 
pe er ey eee eas Pee 50 and 10 per cent off list 
aie. Se” Se eS eS ere ee er rere 50 per cent off list 
ae ee. SRO UO Eis on desc eedarns 50 plus 20 per cent off list 
Hot pressed nuts, sq. blank...........ccee- 2.50e. per Ib. off list 
Hot pressed nuts, hex. blank............e0.. 2.50c. per Ib. off list 


Hot pressed nuts, sq. tapped.................2.25e. per Ib. off list 
Hot pressed nuts, hex. tapped........... ...2.25e. per Ib. off list 
C.p.c. and t, sq. and hex. nuts, blank..... .2.50e. per Ib. off list 
C.p.c. and t. sq. and hex. nuts, tapped........2.25e. per Ib. off list 
Semi-finished hex. nuts: 

. SG Pree creer TC Te re 65 per cent off list 

9/16 in. and smaller... ‘ ......70 and 10 per cent off list 
Stove bolts in packages....................-709-10 per cent off list 
Stove bolts in bulk........... weeeeeee2D-10-21% per cent off list 
‘Saree WOE wika wali nde 4cn 8nd ce eee nadacamenas 60-10 per cent off list 

The above discounts are from Nov. 1, 1919. 

All prices carry standard extras, Pittsburgh basis. 


Glass.—The new demand for plate glass, and also for 
window glass is abnormally heavy. Most builders of auto- 
mobiles are not able to get delivery of plate glass as fast 
as they need it, and are using plain window glass for the 
upper half of wind shields, and in some cases, window glass 
is used entirely in both sections of wind shields. The 
General Motors Co. in an attempt to provide a full supply 
of plate glass, recently bought two plants in the Pittsburgh 
district and proposes to make its own plate glass. 


Iron and Steel Bars.——The new demand for steel bars 
continues abnormally heavy, and there is an acute short- 
age in the supply. It is said as high as 3.25c. has been paid 
by some consumers for steel bars, and they were entirely 
satisfied to pay this high price to get them. There is also 
a very heavy demand for iron bars and mills are sold up 
for three months, or longer. 

We quote common iron bars in large lots at 3.50c. at mill, and 


steel bars rolled from billets at 2.75c. to 3c. at mill, Pittsburgh. 
Jobbers and retailers charge the, usual advance over these prices 
for small lots from stock. 


Sheets.—There is nothing new to report in the sheet 
trade, conditions being the same as given in this report 
for some weeks past. The American Sheet & Tin Plate Co. 
and all the independent mills are fully sold up for first 
quarter, and some of the mills have only a limited amount 
of sheets to sell for second quarter delivery. Heavy pre- 
miums over regular prices continue to be paid for sheets 
for anything like prompt delivery, and mills that are in 
position to ship out sheets in 30 to 60 days from the time 
the order was placed can get practically any prices they ask. 
It is known absolutely that premiums of $20 to $30 per ton 
over regular prices have been paid for sheets by some auto- 
mobile builders, who simply had to have them, or else close 
down their plants. It is very likely the shortage in supply 
of sheets this year is going to restrict the number of 
pleasure cars built. 


In carload lots, mill prices, f.o.b. Pittsburgh, for No. 8 gage 
and heavier blue annealed Bessemer sheets is 3.50c. per Ib.; for 
No. 28 gage black sheets, 4.35c.: for No. 28 gage galvanized, 
5.70c., and for black plate for trimming No. 28 gage, 4.35¢e. Some 
mills are charging higher prices than these, while jobbers are 
getting heavy advances for small lots from stock. 


Tin Plate.—The scarcity in supply of tin plate for prompt 
shipment is almost as great as in sheets. Tin plate mills 
have sold up their entire output for first half of this year, 
and nearly all the mills are over sold and cannot supply tin 
plate as fast as their customers want it. Specifications are 
coming in very freely, some large consumers having already 
specified for their needs for as far ahead as next June. The 
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export demand for tin plate is heavy, and the few mills that 
quote on export inquiries, are asking as high as $8 to $8.50 
per base box and sales have been made at this price. 

In carloads and larger lots, we quote tin plate for first half of 
1920 delivery at $7 up to $7.50 per base box, f.o.b. mill, Pittsburgh. 

Wire Products.—There is no relief in sight from the acute 
shortage in supply of wire nails, which has existed for three 
or four months. Stocks in the hands of jobbers and con- 
sumers are badly depleted, and deliveries by the mills are 
very slow. Two local makers of wire nails, that recently 


TWIN 


MINNEAPOLIS AND ST. PAUL, Jan. 14, 1920. 


ITH the passing of the second week of the New Year 

three conditions in the course of business are particu- 
larly outstanding. These are the numerous changes in price, 
the scarcity of all kinds of merchandise and the continued 
buying of the public even in spite of the two adverse condi- 
tions named above. Sales in almost all lines are better on 
the average than they were a year ago. The call for finish- 
ing hardware for building is much heavier and this condition 
is perhaps the outcome of the increase in building started 
last fall and the early part of the winter. Tools naturally 
are selling better to the class of mechanics who participate 
in this line of work but the call from the machine shops is 
somewhat lighter than a year ago. Cutlery is selling at 
about the same rate as heretofore, the main obstacle in this 
line being the difficulty of obtaining the goods. Factories 
are shipping more promptly and some of them are beginning 
to catch up on their back orders, which relieves this condi- 
tion to some extent. Paint sales are naturally at a low point, 
as very little work is being done, with the exception of per- 
haps some inside finishing or redecorating. In the sporting 
goods line conditions are somewhat reversed from what were 
being experienced at this time last year. This section of the 
country suffered the severest part of the winter after the 
first of the year last season; consequently, skiis, skates and 
goods of this description which are used-in connection with 
outdoor sports moved more heavily after the first of the 
year, perhaps, even than they did before Christmas. This 
year the heaviest purchasing seems to have occurred before 
and during the holiday season—at least, the trade along 
these lines is much lighter than a year ago, although even 
yet it is holding up to a very good figure. Just at present 
our usual January thaw has arrived, which makes the sale 
of outdoor winter sports goods much less than it would be 
if we were experiencing colder weather. Steel traps con- 
tinue to sell well and guns and ammunition are moving 
at about the normal rate. Cash sales continue to hold their 
percentage and collections are extremely good. Inventory 
is still a serious problem in many places, although some 
of the mercantile establishments have this troublesome fea- 
ture out of the way for another year. The main concern 
now is the readjustment of prices to new schedules which 
are being received almost daily from the factories. Local 
jobbing concerns are beginning to put these prices into 
effect, as will be seen in the quotations on the various 
items appearing below. Twin City hardware dealers are 
looking forward and anticipating with a great deal of 
pleasure the coming hardware convention of the Minnesota 
Hardware Retail Association, which occurs on Feb. 17, 18, 
19 and 20, and will be held in the St. Paul Auditorium, 
St. Paul. Mr. H. O. Roberts promises this will be a bigger and 
better convention than ever before and members who at- 
tend are looking forward to meeting men of national] hard- 
ware reputation there. The Twin City Automobile, Truck, 
Tractor and Industrial Exposition is to be held in the Over- 
land Building Jan. 31 to Feb. 7. It is going to be the big- 
gest thing of its kind ever given in this country, and this 
naturally means the biggest in the world. It is understood 
that New York automobile accessories jobbers have leased 
a large portion of space and will make an exposition that 
will be well worth while the visiting of the show for that 
portion alone. St. Paul and Minneapolis jobbers, manu- 
facturers and retailers are staging a little contest of their 
own to see who can outrival the others in exhibit. 


Axes.—Prices are still holding steady on axes, with sales 
at about normal. 


We quote from local jobbers’ stocks: Single bit, base weights, 


$16 per doz.; double bit, base weights, $21 per doz. 

Ash Sifters—The call for ash sifters is not so heavy as 
it was a few weeks ago. The large metallic ash sifter is 
still a favorite, as is the rotary type. 
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had a limited quantity to sell fixed the price of $4.25 base 
per keg on these and they were disposed of in a very short 
time. It seems now that the shortage in supply of wire 
nails is going to last for some months yet, as none of the 
mills is getting out more than about 75 per cent of normal 
production, due to scarcity and inefficiency of labor. 

Therefore, we quote wire nails in carload lots at prices ranging 
from $3.25 up to $4.50 base per keg, and there is no doubt that 
$5 and even as high as 96 base per keg would be paid by some 
buyers who are in distress for nails, and who would gladly pay 
most any price to get them. 


CITIES 


We quote from local jobbers’ stocks: Wood, square, $3 per 
doz.; metallic, round, $4.50 per doz.; wood, barrel, $11 per doz 

Bolts.—The price on bolts is still holding steady as last 
quoted. Sales are at a low point and mill shipments are 
coming through very slowly. 

We quote from local jobbers’ stocks: Small size carriage bolts, 
30 per cent; large size carriage bolts, 20 per cent; small machine 
bolts, 35-5 per cent; large machine bolts, 25-5 per cent; stove, 
60 per cent to 65 per cent; lag screws, 40 and 10 to 50 per cent; 
tire bolts, 45 per cent from standard list. 

Builders’ Hardware.—The main point of interest in build- 
ers’ hardware is the rapid change in price during the past 
few weeks. Sales are still continuing to be an interesting 
feature, however, and the problem apparently is going to 
to be whether goods can be obtained sufficiently to fill the 
demand for the coming season. 


Coal Hods.—The price on coal hods has not changed, al- 
though with the advance of galvanized sheets further ad- 
vances in the price of this line of goods may be expected. 

We quote from local jobbers’ stocks: Japanned, open, 17-in., 
$4.90 per doz. ; 18-in., $5.45 per doz.; funnel, 17-in., $6.15 per doz. ; 
1s-in., $6.75 per doz.. Galvanized, open, 17-in., $7.50 per doz. 
18-in., $8.20 per doz.; funnel, 17-in., $9.25 per doz.; 18-in., $10 
per doz. 

Eaves Trough, Conductor Pipe and Elbows.—This class 
of material is beginning to move to the dealers, although 
stocks are somewhat lighter than they should be, owing to 
the lack of factory production. Prices show some advance 
over earlier quotations. 

We quote from local jobbers’ stocks: 28-gauge lap joint, S. B. 
5-in. eaves troughs, $6.30 per 100 ft.; 28-gauge, 3-in., conductor 
pipe, $6.42 per 100 ft.; 3-in. conductor elbows, $1.68 per doz. 

Files.—The call for files is beginning to increase. 

We quote from local jobbers’ stocks: Riverside, 50-10-10 per 
cent: Nicholson, 50-10 per cent; Arcade files, 60 per cent from 
standard list. 

Galvanized Ware.—So far there has been no advance an- 
nounced on galvanized tubs and pails and stocks are some- 
what lighter than they should be, although the factories 
are beginning to make some shipments. j 


We quote from local jobbers’ stocks: Standard, No. 1 gal- 
vanized tubs, $11.20 per doz.; No. 2, $12.60 per doz.; No. 3, $14.70 
per doz. Heavy galvanized, No. 1, $20.50 per doz.; No. 2, $22 
pér doz.; No. 3, $23.50 per doz. Standard, 10-qt. galvanized pails, 
$3.90 per doz. ; 12-qt., $4.30 per doz.; 14-qt., $4.80 per doz. Stock 
pails, 16-qt., $7.35 per doz.; 18-qt., $8.55 per doz. 


Glass, Putty and Glazier Points.—Sales are running at 


about normal for this season of the year, with Twin City 
stocks apparently in good condition to meet any ordinary 
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demand. Prices are holding at the same level as on previous 


quotations. 
We quote from local jobbers’ stocks: Single strength “A” 
grade glass, 76 per cent; double strength “A” grade glass, 78 


per cent; commercial glass putty in bladders, 


Heaters.—The call for heaters is still fair, although 
lighter than during the colder weather which we have ex- 
perienced this winter. The price on oil heaters shows some 
change, but electric heaters still hold at former quotations. 

We quote from loca) jobbers’ stocks: Japanned polished steel, 
No. 15, $4.25 each; nickel polished steel, No. 016, $5.25 each; large 
japanned nickel plated, $8 each : 

Lanterns.—There has been some advance in the price of 
lanterns with stocks running somewhat lower than a few 
months ago. Sales are also beginning to show a decrease. 

We quote from local-jobbers’ stocks: Tubular long globe lan- 
terns, $11.75 per doz.; Tubular short globe lanterns, $11.75 per 
doz.; Tubular Dash lanterns, $16 per doz. 

Nails.—There seems to be no change in the nail situation 
in the Twin Cities. Some of the wholesale houses are care- 
fully portioning out their stocks to their various customers. 
Others are not in so good a position to care for the trade, 
and take it all around there is a decided famine along this 
line here. Apparently, however, the consumer is not in as 
bad a position in the Twin Cities as he is in some of the 
other cities, as it is understood that the price is lower here 
in a retail way than elsewhere. No change has been made 
in the wholesale quotation. 

We quote from local jobbers’ 
$4.25 per keg base; coated wire nails, 

Paper.—The high level on paper is being maintained and 
the shortage of stock along this line is still very acute, 
especially on some of the best selling sizes and kinds. 

We quote from local jobbers’ stocks: Barrett’s No. 2 tarred felt, 
$4.05 per cwt.; threaded felt, 500-ft. rolls, $1.85 per roll; Slater’s 
felt, $1.26 per roll; Barrett's dry saturated felt, $1.79 per roll; 
red rosin sheathing, No. 30 and No. 35, $4.40 per cwt.; deaden- 
ing felt, $5.65 per cwt.; Duplex plaster board, 500-ft. rolls, $4.75 
per roll. 

Rope.—Rope is holding steady as last quoted, with stocks 
in fairly good condition to meet any local demand. Retail 
sales are light. 

We quote from local jobbers’ stocks: 
26c. per lb. base; Columbian sisal rope, 20c. per Ib. 

Sand Paper.—Quotations on sand paper are still at the 
old level, but sales are beginning to increase since the first 
of the year. Factories are still behind in their orders, it is 
understood. 

We quote from local jobbers’ stocks: First grade No. 1 sand 
papers, $6 per ream; second grade No. 1 sand paper, $5.40 per 
ream; garnet No. 1 sand paper, $15 per ream. 

Sash Cord.—Sash cord is still holding as last quoted and 
it is still very scarce in the local market. Sales continue to 
be good for this season of the year.’ 

We quote from local jobbers’ stocks: Solid cotton sash cord, 
No. 8, $1.05 per Ib.; cheaper, No. 8, 75c. per lb.; No. 8 Silver 
Lake sash cord, $1.10 per Ib. base; Samson’s spot sash cord, 
$1.12 per lb. base. 

Sash Weights.—Sash weights are still very scarce in the 
local market and some are being shipped in from out of the 
city. 

We quote from local jobbers’ stocks: 
regular sizes, $3 to $3.25 per cwt. 

Stove Pipe and Elbows.—The heavy sales for this class 
of material are practically over for the year. Prices show 
no change from previous quotations. 


We quote from local jobbers’ stocks: Blued, uniform 28 gauge, 
6-in. stove pipe knocked down, 15c. per joint; common iron cor- 
rugated 6-in. elbows, $1.80 per doz.; adjustable charcoal iron 6-in. 
elbows, $2.20 per doz.; cast iron wood handle 6-in. dampers, 
$1.50 per doz.; cast iron coil handle 6-in., dampers, $1.40 per doz. 

Stove Boards.—Sales of this class of material are also 
at a low point. Prices have advanced somewhat on stove 
boards. 

We quote from local jobbers® stocks: Crystallized wood, 20 x 
28, $18.85 per doz.; 30 x 30, $21.20 per doz.; 36 x 36, $30.50 per doz. 

Steel Sheets.—There has been an advance in the steel 
sheet market here, with stocks still at a very low point. 

We quote from local jobbers’ stocks: 28-gauge galvanized steel 
sheets, $7.85 per cwt. base; 28-gauge black steel sheets, $6.35 per 
cwt. base. 

Screws.—Stocks of screws are slowly improving, as the 
factories are making prompt shipments. Prices show no 
change from last quotation. 

Flat head bright screws, 


We quote from local jobbers’ stocks: 
75 and 10 per cent; round head blued, 7214 per cent; flat head 
japanned, 67% per cent ; flat head brass, 60 per cent; round head 
brass, 57% per cent; round head blued, 72 per cent; brass ma- 
chine screws, 50 per cent; cap screws, 50 per cent; set screws, 
50 and 10 per cent from standard list. 


$5.15 per cwt. 


stocks: Standard wire 
$4.35 per keg base. 


nails, 


Columbian manila rope, 
base. 


Cast iron sash weights, 
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Solder.—There has been an advance in the price of solder 
and sales are at rather a low point. 

We quote from local jobbers’ stocks: 
per Ib. 


Vg and ' solder, 42c. 


Steel Game Traps.—The call for steel game traps still 
continues heavy with no change in price. 


We quote from local jobbers’ stocks: Victor No. 0, $1 40, per 
doz.: No. 1, $1.65 per doz.; No. 1%, $2.48 per doz.;: No. 2, $3.46 
per doz.; Newhouse No. 0, $3.09 per doz.; No. 1, $3.63 per doz. ; 
No. 114, $5.44 per doz. ; No. 2, $8.04 per doz. 


Snow Shovels.—The call for snow shovels is considerably 
lighter than it was some time ago, although present w eather 
indications would presage increase in the sales of them. 
Prices show no change. 

We quote from local jobbers’ stocks: Wood, straight handle, 
$4.95 per doz.; steel blade, straight handle, $6.84 per doz.; gal- 
vanized steel blade, D handle, $13.20 per doz. 


Stove Shovels.—There is still a fairly good call for stove 
shovels, with prices holding steady on the same basis thev 
have been for some time. 


We quote from local jobbers’ stocks: Japanned, 15-in. scoop. 
60c. per doz.; japanned, round handle, 16-in., 90c. per doz.; 
japanned, long handle, 23-in., $1.35 per doz. 


Tacks.—Local jobbing quotations on tacks show some 
advance over previous quotations. Sales are fairly good, 
with stocks rather light. 


We quote from the local jobbers’ stocks: 
per doz. pkgs.; 6-oz. bill posters’ tacks, in 5-lb. boxes, 
Ib. 


6-oz. cut tacks, 90c. 
22'ec. per 


Tin Plate.—Price on tin plate is holding steady at the 
last quotation, with stocks light. The call, however, is light 
also, so that a low condition of stocks is not so embar- 
rassing as it might be. | 

We quote from local jobbers’ stocks: Furnace coke ICL, 20 x 
28 tin, $17.65 per box; IC, 20 x 28 8-lb. coating roofing tin, 
$17.30 per box. 

Weather Strip.—Call for weather strip is much lighter 
than it has been earlier in the winter. There is still a good 
retail demand, however. 


We quote from local jobbers’ 
$1.65 per 100 ft.: wood and felt, 
and felt, 1-in., $2.30 per 100 ft. 


Wood and felt, 
$1.65 per 100 ft.; 


5¢-in., 
wood 


stocks: 
% -in., 


Wire.—-Smooth black wire and galvanized wire is still 
very scarce in this market. Very little is being shipped in 
from the factory. Bale ties are practically off of the local 
market and prices have been withdrawn on them. 

We quote stocks: Smooth black No. 9, $4 
per 100 lbs. base; galvanized, $4.70 per 100 Ibs. base: painted 
cattle wire, 80-rd. spools, $3.50 per spool: galvanized, $4.12 per 
spool; painted hog wire, 80-rd. spools, $3.83 per spool; galvanized, 
$4.40 per spool. 


from local jobbers’ 


Wheelbarrows.—Price on wheelbarrows shows some ad- 
vance over previous quotations. Sales are naturally light 
at this season of the year. 

We quote from local jobbers’ stocks: 
per doz.; No. 1 Tubular, $7.58 each; No. 

Wire Cloth—wWire cloth is beginning slowly to arrive 
from the mills. Jobbers are not finding very much sale 
so far to retail dealers, although in many cases the dealers 
have their orders placed for spring delivery. 


We quote from local jobbers’ stocks: 12 x 12 mesh, black, 
$2.25 per 100 sq. ft.; 12 x 12 mesh, alumina, $2.65 per 100 sq. ft. 


Comet wheelbarrows, $44 
1 Garden, $6.17 each. 
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Announcing the Spring Buying Number 


OUR opportunity and your advancement in business during the coming 
Y year is the one thing which is foremost in our minds. No effort will be 

spared during the year to give to the subscribers of HARDWARE AGE the 
best of everything by which they can increase their sales, reduce the cost of sell- 
ing, and generally make life a little more pleasant and profitable. Experts in 
every phase of merchandising will be regular contributors. [Illustrations of 
every description that will help you sell your goods will be used. 


For instance, take the Spring Buying Number, which will be out February 
fifth. Feature after feature will be found in this issue, and it will be but a fair 
sample of what you may expect during the weeks to come. In addition to our 
regular departments, Markets, Notes of the Retail Hardware Trade, Motor Ac- 
cessories, New Goods and Novelties, the Washington Letter and others; Mrs. 
Christine Frederich will continue her articles; Jowitt, the “Show Card Wizard,” 
will appear from time to time; Publicity for the Retailer, by Burt J. Paris, will 
be found every week, and there will bea host of other contributors to the pages 


of HARDWARE AGE. 


read HARDWARE AGE regularly. 





Progressive merchants cannot afford to be without the publication weekly, 
and as for unprogressive merchants—well, they will soon lose that “un” if they 








CINCINNATI 


Office of HARDWARE AGE, 
CINCINNATI, Jan. 17, 1920. 


HE hardware dealers of this city have been occupied 

during the past two weeks with their annual inventories, 
and consequently have not been pushing their wares to the 
same extent as in more normal periods. Nevertheless, busi- 
ness has been very good, though not so brisk as that wit- 
nessed during the holiday season. Dealers who have com- 
pleted their stock-taking are somewhat alarmed at the de- 
pleted condition of their stocks, fearing that with deliveries 
the way they are at present they will be very badly handi- 
capped in meeting the demand when spring buying opens up. 
Price changes during the inventory period have not been 
numerous, but some advances are expected at the end of the 
month. 


Wire nails continue very scarce, and what manages to 
come through are parcelled out very carefully, retailers 
considering themselves very lucky if they are able to secure 
three or four kegs out of a shipment. Glass is another very 
searce article, and quotations have been withdrawn. The 
demand is heavy, not so much from the building trades as 
from carpenters doing jobbing work about town. The re- 
cent advance of 10 per cent on builders’ hardware announced 
by an eastern manufacturer has resulted in a number of 
other makers of the same lines raising their prices about 
the same amount. Some of these concerns, which formerly 
put out about fifty different finishes, have announced that 
in future they will cut the number down to twenty-two, 
and parties wanting the discontinued lines will have to pay 
a premium of 50 per cent to secure them. Two of the most 
prominent firms also announce that orders taken now will 
be subject to prices ruling at the date of shipment. No 


deliveries will be guaranteed for the future on lines not 
carried in stock. 

Axes.—Demand is still good, and dealers are pretty well 
supplied. Prices are firm, jobbers quoting 344 handled axes 
at $20.25 per dozen. 

Automobile Accessories.—With the increasing number of 
new cars being put into commission jobbers and retailers 
report the accessory business as very brisk. In former 
years the tendency was to lay up cars during the cold 
weather, but they appear to have become so necessary to 
business that nowadays nobody thinks of putting his ma- 
chine in storage. That jobbers realize the importance of 
the accessories department of their hardware business is 
evidenced by the fact that one of the largest jobbers will 
devote two-thirds of his space at the Ohio convention to an 
exhibition of the line carried by him. A number of strictly 
accessory houses have also applied for space at this conven- 
tion. The jobber above referred to feels that the hardware 
dealer is the logical distributér of this class of goods, and 
intends to have an exhibit that will bring this home forcibly 
to the retailer. Prices are holding steady, though the much- 
talked-of advance in tires is now stated to be definitely 
scheduled for February 1. As in almost every class of 
goods, deliveries are very slow, and this is emphasized par- 
ticularly in the case of front springs for the cheaper cars. 
These are simply not to be had. 

Barbed Wire.—Demand has slackened off somewhat since 
the new year, and jobbers are taking advantage of their 
opportunity to get their stocks in shape for the spring trade. 
In common with all other steel products, wire is very 
scarce, though the price has not been affected. 

_— quote 6-in., 2-pt. cattle wire at $3.95 per 80-rod 
reel, 
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Builders’ Hardware.—The demand for this line just now 
appears to be principally from the local jobbers. Building 
operations have not commenced on a large scale as yet, but 
the program for the year, including as it does at least three 
million-dollar structures, will require an enormous amount 
of hardware. Whether there will be enough to take care of 
the demand is the question agitating the minds of the deal- 
ers. With deliveries away behind, and getting worse daily, 
dealers’ stocks will be in poor shape to take care of the rush 
that is expected in the spring. 
but deliveries are very slow, some jobbers reporting that 
orders placed three months ago have not yet come forward. 

The jobbers’ discount is 10 per cent off list. 

Carbon Drills—Demand for this class of goods is good, 

Enamel Ware.—Stocks in some cases have reached the 
vanishing point. One retailer who had a large quantity or- 
dered considered himself lucky in securing a dozen of three 
different sizes. Prices are steady, jobbers quoting 10 per 
cent off list. 

Files —Demand for files is still very brisk, being a re- 
flection of the exceptional activity being experienced in the 
machine tool trade. Jobbers’ stocks are still in fair shape, 
and deliveries are said to be improving. 

Jobbers quote 50, 10 and 5 off list. 

Galvanized Ware.—The shortage of sheets is having a 
great effect on the manufacture of galvanized ware. Some 
retailers were fortunate enough to secure a fair supply be 
fore the situation became very bad, but others are com- 
pletely out. Jobbers’ stocks are very low, with deliveries 
away behind. Prices are on the upward trend. 

Jobbers quote 10-qt. pails at $3.85; 12-qt., $4.25; 14-qt., 
$4.80; 16-qt., $5.75; tubs, No. 0, $9.00; No. 1, $11.00; No. 2, 
$12.40; No. 3, $14.50. 

Granite Ware.—Demand for granite ware is still good, 
and stocks are dwindling. Prices are still ruling the same 
as at the beginning of the year. 

Jobbers quote 10 per cent off list. 

Horseshoes.—Supplies of horseshoes are coming forward 
in fairly good quantities, though the recent very slippery 
weather created a big demand for new shoes. Stocks in 
jobbers’ hands are sufficient to take care of the trade for 
some time. 

Lag Screws.—Deliveries are from three to four months 
behind and stocks running very low. Prices are same as 
quoted last week. 

Jobbers’ discount is 40 and 5 off list. 

Machine Bolts and Screws.—Jobbers report a famine ex 
isting in machine bolts. Three to four months is the best 
deliveries that can be obtained. Some jobbers are com- 





pletely out of bolts. Machine screws have been advanced 
slightly during the past two weeks. 
Jobbers quote large machine bolts 25 and 5 off list; 


smaller sizes 40 and 10. For machine screws, 60 and 10 
per cent off list price is the prevailing quotation. 

Rivets.—Great scarcity exists in rivets. Jolt and nut 
shops are having a hard time securing steel bars, and this 
is given as the reason for the shortage. 

Jobbers are quoting 45 and 10 per cent off list. 

Sash Cord.—Sash cord has been marked up during the 
past week. 

Jobbers now quote No. 7 braided at 85c. per lb. 

Sash Weights.—Great difficulty is experienced in securing 
sash weights. Prices have advanced sharply since the new 
year, due-no doubt to the increase in the cost of pig iron 
and the higher wages paid foundry workers. 

Jobbers’ quotations are at present $3.15 per 100 |b. 

Stove Bolts—Demand for stove bolts is far ahead of the 
supply. Jobbers are now quoting 60, 10 and 5 per cent off 
list. 

Stoves.—The poor supply of gas on the colder days has 
created a big demand for wood and coal stoves, and foun- 
dries are very busy trying to keep pace with it. Deliveries 
are anywhere from three to six months behind. The ex- 
pected advance in prices has not yet been announced, though 
the fact that the moulders have recently been granted an 
increase of wages to take effect on February 1 will have an 
Important bearing on the costs of manufacturing. 
, Wood Screws.—Dealers are running 
Prices remain very firm. 

Semi-Finished Nuts.—Demand still continues heavy, and 
some sizes have completely disappeared from jobbers’ stocks 
Quotations remain the same as previously. 

Jobbers’ present discount is 662 per 
smaller; 50, 10 and 5 on larger sizes. 

Zine Oilers——Demand from machine shops still continues 
fairly good. Prices are inclined to go up, one jobber hav- 
Ing recalled his discount. 

Jobbers are quoting 10 and 10 per cent off list 


stocks very low. 


cent on 9/16 and 








The following unsigned poem in regard to the 
decimal system of counting hardware was recetved. 
While in places the metre is rough 1 contains an 
idea worthy of consideration. Hence we make ex- 
ception to the general rule and publish an anony- 


mous communication 


Ile see no sense in using shillings and pence, 
Nor in gross and dozens in counting our cousins, 
Nature, as everyone knows, has placed fingers and 
toes 
On Ladies and Men by fives and by ten 
So 
Why should we not count butts as we now count 
Nuts ?”’ 











Boston Paint Market 


Office of 
Boston, Jan. 17, 
USINESS has been quiet in the paint market during the 
past week owing to weather conditions, snow and cold 
making consumption of paints practically impossible. With 
the selling of material on a low basis, interest in wholesale 
circles naturally has shifted to the manufacturing end with 
a view to putting local stocks in order for spring business. 
It is growing more and more evident each day that the 
manufacturers of paint will be unable to supply the demands 
made on them when the construction of homes, office build- 
ings, etc., is resumed on a large scale within the next two 
months or so. 

The manufacturers inability to supply all demands will be 
based largely on the scarcity and high cost of raw materials 
and the inefficiency of labor in paint producing plants. Last 
fall the manufacturers felt that the worst of their raw ma- 
terial troubles was over; that from then on it would grow 
easier and easier to secure chalk and the other many things 
needed. But, unfortunately, such has not proven the case. 
In addition, the cost of raw materials in general has had 
an upward tendency since last fall, so that to-day it in- 
volves a large amount of capital and very often heavy bor- 
rowings from the banks to finance production. It is true 
that the output of paint to-day is larger than it was a year 
ago, but in most individual instances it is not normal and 
far below indicated spring requirements, due largely to the 
lack of interest by labor in its work. 

While stocks in the hands of some of the largest whole- 
sale houses here have materially increased during the past 
month or six weeks, those of other concerns remain well 
below what they should be. With manufacturing conditions 
such as they are, the impression gained here is that the 
house which does not promptly prepare for spring business 
will find, when that demand develops, that it is almost im- 
possible to secure supplies. A feature of the situation 
to-day is that with all the talk of increasing costs of doing 
business from the manufacturer’s standpoint, general 
opinion among the Boston wholesale houses seems to be 
that the paint market is about as high as it will be, and 
that following the ending of the big spring consumptive 
demand, some weakening in selling prices may be expected. 
This feeling seems to be based on a “hunch” rather than 
basic market conditions. 

Brushes.— Manufacturers report a large number of orders 
placed for paint brushes since the first of the year. They 
say, in addition, that most of the orders involve large 
amounts of stock. This buying, they feel, is due to the fact 
that wholesale and retail stocks during the period we were 
engaged in the World War worked down to a point of vir- 
tually nothingness, inasmuch as dealer and consumer antici- 
pated a sharp reduction in values of merchandise following 
the ending of the great struggle. Then, too, the fact that 
brush prices have advanced comparatively little and to-day 
are on the same basis as those quoted in November last has 
encouraged purchases. The average manufacturer has 
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enough business on his books to-day to keep him busy for 
several months. 

Dry Colors.—Although there has been a shade more ac- 
tivity shown in the dry color market, it is, from a news 
feature standpoint, all that the name suggests—dry. Prices 
are strong all down the line, and the latest advices from 
New York, the important market, suggest no likelihood of 
any weakening for many months. 

Barrel Lots.—Plaster of paris, $4 to $4.25 per bbl.; whiting 
(commercial bolted), 2c. per lb.; whiting, gilders’, 2%. per lb. ; 
dry zine (American), 20c. per lb.; lamp black, bulk, 15c. per Ib. ; 
lamp black, in 1-lb. packages, 19c.; raw and burnt umber, 9c. and 
12c. lb.: raw and burnt sienna, 15c. to 17¢.; Prince’s metallic 
brown, 3%c.; yellow ochre, 34%4c.; Venetian red, 2c. per Ib. 

Pound Lots Paris green, in 1-lb. packages, 50c. Ib.; in %4-Ib. 
packages, 51c. Ilb.; in 4-lb. packages, 52c. lb.; ultra marine blue, 
24c. Ib. 

Glue.—The demand for glue continues light, so that little 
impression has been made on local supplies. The inability 
of the jobber to secure fresh stock, if such was necessary, 
at price comparing favorably with those quoted by him, 
naturally holds the jobbing market on a strong basis. 

plate, 35c. per Ib.; clear bonnet, 37¢ 


Glue, ground, 14c. per Ib. ; 
per Ib. 

Lead.—Paint people here are predicting a further advance 
in the lead market based on the marking up by the American 
Smelting & Refining Co. of the pig market from 8c. to 8c. 
In other words, they figure that the paint lead market is 
now out of line with the pig. Possibly the fact that the de- 
mand for paint lead is excellent and that it is impossible to 
secure stock in desired quantities may have considerable to 
do with their views on future prices. 

White, in oil and dry, 12%4-lb. kegs, 15c. Ib.; 25 and 50-lb. kegs, 
14%,c.; 100-lb. kegs and larger, 14%4c.; for 500-lb. lots and over 
deduct 5 to 10 per cent. Dry red lead and litharge, 1214-lb. kegs, 
l5e.: 25 and 50-ib. kegs, 14%c.; 100-lb. kegs and larger, 14%4c.; 
red lead, in oil, 121%4-lb. kegs, 151%4c.; 25 and 50-lb. kegs, 15\c. ; 
100-lb. kegs and larger, orange mineral, 121%4-lb. kegs, 15%4c.; 
25 and 50-lb. kegs, 15c.; 100-lb. kegs and larger, 14%c. 1b. 

Oils, etc—A sensational advance of 21c. per gallon in 
turpentine has been the outstanding feature of the oil de- 
partment of the paint market. Turpentine to-day is bring- 
ing more money than it ever before has in the history of 
the business. The feeling here is that the advance is not 
due so much to any pronounced increase in the demand 


Paint material prices as quoted 





Animal, Fish and Vege- Cobalt, Oxide P lb. 1.60@1.65 
Li 1 ao a Whiting. ... »o«-@ 100 Ib. 
sinseed, Raw, Carlos ‘ : 5 
a d taw irload — Commercial -1.15@1.20 
City, five-bbl. lots. 1.80@ age os : ‘oon : H 
Qut-of-town, five-bbl ; ee piesa 
lotS and over....... 1.87@ Putty Commercial— 
Boiled, 2¢ @ gal. advance on Commercial, 120 Ib 
Raw RA pe 2.754 
Lard, prime, winter, edible in aie Be Os ae 4.50@ 
bbis., per gal..... $2.25@ ee ee 6 00@7.25 
1 . > Ib. tins 27.3% 
Cotton seed, Crude ' they ieee 
t) Qa rere $20.00 @ Spirits Turpentine— 
Yellow Summer ® gal 
Prime, bbl. ...... -21.50@22.25 In Machine bbls 1.97@ 
Tallow, Acidless, car 
ers . nominal Gum Shellac— 
Menhaden , 7 Ib 
Northern Crude ........ nominal Diamond I ..... . nominal 
Southern f.o.b. Fac- Fine Orange nominal 
Pea eS 95@ j 
: Mediun ange f 
neon Winkean 1.15@1.20 di se 1 Orange nomin il 
Yellow Bleached. ..1.20€@ A. « Garnet. ..- nominal 
White Bleached Button i 1.65@1.70 
yj > 99 7 . 
: prey ;, cg . ‘ 1.22@ Kala Button ..- nominal 
Cocoanut Ceylon do- . . se 
, 3 N 0G os) 
mestic, bbl. per Ib. .19%4 @19% ‘ witb chr 
‘ . . Ss. O . -nomin: 
Cochin Imported, spot...... nominal V pominal 
Domestic, bbl o 21@ Colors in Oil— 
Cod, Domestic. Prime -nominal P Ib 
Newfoundland, in bbl. ..1.12@1.14 slack, Lamp . 10@45 
Corn, Refined, bbl 100 Black, Coach, Japan... M49 
Ps. Ga wipe care ec 23.00@ 24.00 Black in oil...... S2@56 
Porpoise body ......... 1.24@ Drop Black 32@ 36 
Olive denatured -nominal Blue, Chinese 1.00@1.10 
Neatsfoot, Prime. 1L75@ Blue, Prussian 1.00@1.10 
Palm, Lagos, spot per Ib., Blue, Ultramarine 10@50 
16%@ Trenc . 
Soya Bean, bbl., Ib.. 19a French Ochre 
Green, Chrome, Pure TO@T5 
Miscellaneous— Green, Paris .. 60@7T5 
sarytes : Indian Red 35 @39 
White, Foreign ‘ : pie 
hite, ’ : tis , 3}@18 
@ ton ...... . nominal Venetian Red 6g) 
Domestic, prime Sienna Burnt 30@32 
— flouted, Umber, Raw 28@30 
| eee .....30.00@31.00 ’ ‘ ‘ 
Off color, in bags Umber, Burnt 28@30 
eee 21.00@24.00 Chrome Yellow 38@45 


Chalk, English .@ ton nominal White and Red Lead, 


French ..% ton nominal &e— 
China, Clay, Imported, Cents @ Ib 
... ore ..18.00@23.50 Lead, American White 
Domestic ....... 8.50@20.00 EF véscanses> ss 9Yw@a10 
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as it is to speculation in the primary markets by interests 
who appear to have lost all sense of reason. The linseed 
oil market has remained on an even keel during the past 
week, the rival factions in the market having made no move. 
Gasoline is 2!44c. per gallon more than it was a week ago 
and kerosene 2c. 

Castor oil, $2.30 per gal.; cylinder oil, 50c. gal.; gasoline, 50 
gal. or more, 29c. per gal.; kerosene, 50 gal. or more, 2le. gal.; 
lard oil, $2 gal.; alcohol, denatured, 78c. gal.; wood, $1.65 gal.; 
linseed, raw, in barrel lots, $1.89 gal.; in 10-gal. lots, $1.99; in 
5-gal. lots, $2.04; in gal. lots, $2.09; neatsfoot, $1.85 gal.; sperm, 
$2.30 gal.; paraffin, 35c. gal.; floor oils, 50c. gal.; turpentine, $2.05 
gal. in barrel lots; in 10-gal. lots, $2.12; in 5-gal. lots, $2.15: in 
l-gal. lots, $2.17. 

Shellac.—Shellac gum prices have held firm since last re- 
ports. Advices from Calcutta and England continue to note 
strength in values and further disappointment in the size of 
the new crop. The demand for gums, on the other hand, 
shows no signs of decreasing notwithstanding the prices 
quoted. As one wholesale paint house here puts it: “Users 
of shellac evidently have made up their minds altogether, 
and at the same time, that prices are not to be lower. Hav- 
ing arrived at that conclusion, they think the only thing to 
do is to buy everything in town. They are helping to lift 
the market up to above their own business common sense.” 

We quote from jobbers’ stocks: Orange gums, $1.90 per ll 
best white gums, $1.90; ordinary grades of white, $1.80. 

Sundries.—In the sundries market there has been an ad- 
vance of 10c. per pound in oxalic acid, and steel wool is 
quite a little higher than it has been. Otherwise values 
have shown no material variation, and the jobbing trade 
say business is quiet, as is to be expected at this season of 
the year. 

Putty (best), in 125-lb. drums, 8c. Ilb.; commercial putty (in 
drums), 6c.; floor waxes, 45c. per lb.; paraffin wax in 225-lb 
cases, 118-20 melting, 914c.; 123-24 melting, 4%4c.; 128-30 melt- 
ing, 10%4c.; crude wax, 5%c. per lb.; paint remover, $2.50 list; 
oxalic acid, 45¢c. per Ib. 

Varnishes.—The market for varnishes appears to be 
firmer than that for paints and solely because of the high 
cost of gums and alcohol. There is more or less talk going 
the rounds of a general advance in prices, but probably be- 
‘ause of the quiet condition of business to-day nobody ap- 
pears willing to make the first move in this respect. 


in New York January 22, 1920 


In Oil White, less than Carmine, No. 40. bulk D.20@5.50 
500 Ib., per 100 Ib. .14.50@ Green, Chrome, ordinary 

500 Ib. up to 2000 1b., per “  @@5 
100 Ib. ee vee 13.054 Green, Chrome, Light Taw 

2000 Ib. up to 10,000 Ib. per Medium pO ree 10@50 
100 Ib. «... . 2.73a Metallic Paint, % ton 

10,000 up to 30.000 Ib.. per Brown 82.00 @ 36.0 
ee Te ive es 12.27@ Red .B5.00@ 40.00 

Carload, minimum, 15 tons, Ochre, Medium, P ton.30.00@ 40.00 
per 100° Ib .. -12.14@ American Golden, 7 Ib. . nominal 


Foreign, Golden, P Ib... nominal 
UTE ooee + D@B% 
Orange, Mineral English, 


Litharge, American, powdered 
Steel Kegs, per 100° Ib 
' 14.50@ 


500 Ib. up to 2000 1b.13.05@ nominal 
2000 Ib. up te 10,000 Ib French ... ....nominal 
12.734 American 14's 
10,000 Ib. up to 30,000 TI Red, Indian 
por 100 10:.....+.. 22.87 American, @ 100 Ib....14@16 
Carload, minimum, 15° tons OG. “RE i8sk.0.0:5355 2230 
2.144 z ‘ ‘ 
12.144@ Red. Venetian, 7 100 Ib.2%~€@ 
Zine, Dry— Rose Pink 19@ 20 
Red Seal (French proc.) Sienna, Italian, burnt 
HC WI, and powdered 5%@ 9 
Green Sl. (French proc.) Burnt lump ........4 @ 6 
: . 1056 @ 107 Italian, Raw, pow 
White Sl. (French proc )— 7 dered .. 6% @12 
11% @117. Americ: Pow "214 » 
American Process yi orrcRn Raw “ne ° 
5p. ¢. lead sulphate RAW American, Burnt and pow 
10 p. e. lead sulphat 83. @S7, dered . : -- -24%@ 4 
=) p. ¢. lead sulphate 8% @s' Tale, French P * .. nominal 
~ poe, lead sulphate. .8™4%@s8 American, per ton. $20.00@ 40.00 
Italian ee a il 
Dry Colors— P lb Terra Alba. 
Black, Carbon Gas 12 @25 French . 7 100 Ib nominal 
Musee he 
Black, Bone powdered 514 @12 Sualich .....8 100 ..pomine 
Black, Drop .. 514, @15 American, # 100 Ib. No hes 
all 
Black, Lamp 15 @A5 : ‘ ' 
: : 5 American, ®, 100 Ib. No. 2, 
slack Ivory . 16 @230 1.00@ 
Mineral Blacks, } ton Umber, Turkey, Burnt 
35. 00@45.00 and Powdered 5 @&@ 61 
Blue, Celestial ° Wa@e25 Raw and powdered ee nm 
Blue, Chinese .. : SO0@S5 Burnt, American 3u4@ 4 
Pine, Prussian, Domestic Raw lumps ne nal 
S0@S5 Raw rae 3 a5} 
_—— ee eer ane F 
Blue, Pru jan, Foreign nominal Yellow. Chrom Pure CM 
Blue, Soluble ek 85@90 
tne, Ultramarine, bbl. .15@50 Oxide Red, Domestic ‘ 
~ 3 co ras casks 2@ it 
trown, Spanish, high rere = 12G 
grades, per ton..... °4.00@ Vermilion, Quick Silver 
Brown, Spanish, low English -+++1.40@ 
* grades 3 16.00@ Chinese, . -nominal 
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Twin Cities Paint Market 


Minneapolis and St. Paul, Jan. 14, 1920. 


AINT is selling slowly and in small quantities, as it 

has been for several weeks. There is very little to be 
noted along paint lines at present. The only change of 
note in the market is on turpentine, which is higher than it 
has ever been before. 

Mixed Paint.—Mixed paint is selling slowly and in small 
quantities, mainly for repair jobs. Dealers are beginning to 
look to their stocks, however, as the heavier trade is ex- 
pected in the very near future. 

We quote from local jobbers’ stocks: First grade house 
paint, $3.60 per gal.; second grade house paint, $2.30 per 
gal. 

White Lead.—Since the change announced last week there 
has been no further change in the price of white lead. Sales 
sre at a low point. 

We quote frof local jobbers’ stocks: White lead in 100 lb. 
kegs at 14%e. per lb., with the usual differentials for size 
of package and quantity. 

Turpentine.—Turpentine at the present time is quoted at 
a higher price than it has ever reached in this market be- 
fore. Sales are light. 

We quote from local jobbers’ stocks: Turpentine in barrel 
lots, $2.06 per gal. 

Shellac—Shellaec is moving slowly and in small quanti- 
Prices are holding steady and strong as last quoted. 

Linseed Oil.—Since the decline of a week ago there has 
been no further change in the market and sales are running 
light. 

We quote from local jobbers’ stocks: Boiled linseed oil in 
barrel lots, $1.98 per gel.; raw linseed oil in barrel lots, 
$1.88 per gal. 

Denatured Alcohol.—Denatured alcohol is still selling 
freely, although perhaps not so heavily as earlier in the 
season. Price shows no change. 

We quote from local jobbers’ stocks: Denatured alcohol in 
barrel lots, 80c. per gal. net. 
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New York Cutlery Market 


Office of HARDWARE AGE, P 
New York, Jan. 19, 1920. 

Tz cutlery situation in New York is very peculiar. 

Some dealers have adequate stocks for present tempo- 

rary needs, while others have no supply at all and are ap- 

parently unable to get any. The Christmas holidays de- 

pleted most of the retail stocks and many of the jobbers 

have not been able to give the dealers any satisfaction about 
when they can expect deliveries. 

It is no exaggeration to say that every cutlery manufac- 
turer in the country is far oversold. As a matter of abso- 
lute fact, factory output of pocket knives will be inade- 
quate for general trade requirements for at least six to 
eight months. 

Prices will continue to have more of a tendency to ad- 
vance than decline because of the continually mounting 
costs of production, distribution and, above all, labor. As 
a practical instance pear! shell has been advanced in price 
approximately 50 per cent since July, 1919, and is very 
scarce. That is only one of the’ items that the manufac- 
turer has had to pay more for in the past six months. 

Local quotations are given as follows: 

Jack knives, standard American 2-blade, 3% in. length, 
stag handles, brass lining, electro silver shield, 2 steel bol- 
sters, no cap, $8.50 to $10 per doz., with a discount of 5 per 
cent for dozen lot or more. Bon jack knife, 2-bladed jack, 
celluloid handle coverings, steel lined, 3 brass rivets, pol- 
ished back, $4 per doz. Two-bladed penknife, black fiber 
handles, brass lined, steel rivets, $4 per doz. Boy Scout 
pattern, 354 in. length, stag handles, one cutting blade, one 
can opener blade and combination bottle cap opener blade, 
$13.68 to $18.50 per doz. 

Butcher Knives.—Standard American, beech handle 
knives, 3 brass screw rivets in handles, 6 in., $4.20 to $4.40 
per doz.; 7 in., $4.90 to $7 per doz.; 8 in., $5.50 to $8.40 
per doz. 

Steak Knives.—Standard Dexter steak knives, light 
weight, beech handle, three nickel silver rivets in handle, 
10 in., $10 per doz.; 12 in., $13 per doz.; 14 in., $16 per doz. 
Same with rosewood handle, 10 in., $12.40 per doz.; 12 in., 
$15.40 per doz.; 14 in., $18.40 per doz. 
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Wiss trimmers, japanned handles, 6 in., $9.60 per doz.; 
8 in., $12.50 per doz.; 10 in., $18.50 per doz. 


Manicure Scissors.—3% in., $14.20 per doz.; 4% in., $15 
per doz. 

Nail Scissors.—3%% in., $10.40 per doz. 

Lady’s Oval Pattern.—4 in., $10 per doz.; 6 in., $12.10 per 
doz.; flat pattern, 5 in., $10.40 per doz. 

Pocket Scissors.—No. 463%, $10 per doz.; No. 464, $10.40 
per doz. 

Razors.—Old style open blade type, with rubber handle, 
full hollow ground, %4-in., %-in., %-in., $21 per doz. Three- 
quarter hollow ground, %-in., %-in., %-in., $18 per doz. 
Half hollow ground, %-in., %-in., %-in., $14 per doz. 

Safety Razors.—Gillette standard and vest pocket edition, 
list $60 per doz. 

Auto-strop standard and army edition, list $60 per doz. 

Extra blades for above, 6’s, 50c., and 12’s, $1 per package. 

Gem Damaskeene safety razors, 1 dozen lots, $8.40 per 
doz.; 3 dozen lots, $8 per doz; 12 dozen lots, $7.50 per doz. 
Gem extra blades, lots of 1 dozen packages, $4.20 per doz. 
packages; 12 doz. packages, $3.84 per doz. packages; 36-doz. 
packages, $3.60 per doz. packages. 

Ever Ready safety razors, 1 dozen lots, $8.40 per doz.; 
3-doz. lots, $8 per doz. Ever Ready extra blades, standard 
package of 6 blades, lots of 1 doz. packages, $3.36 per doz. 
packages; per card of 2 doz. packages, $6.72 per doz.; lots of 


» cards in one shipment, $6.24 per card. 


Excess Profits Tax 


(Continued from page 89) 

A few days later the Wilson Administration began 
and a new appropriation bill carrying the same rider 
was sent to the White House. President Wilson 
promptly sidestepped the issue by signing the bill, at the 
same time making a public statement to the effect that 
he did not approve the proposed exemption of organized 
workers and farmers, but thought he ought not to veto 
the bill because the money carried by it was so badly 
needed for the support of the Government. 

No less than seven times has Congress since passed 
appropriation bills with similar riders and each time 
the President has signed them without a word of pro- 
test. I suppose that if inquiry should be made at the 
White House the answer would be the President is con- 
vinced that Congress would pass the bill over his veto, 
and, preferring to avoid a controversy, decided to sign it. 

It has not been a marked characteristic of the Presi- 
dent to do things for the sole purpose of avoiding a 
controversy, and perhaps he might give another reason. 
Anyhow, it’s an interesting question. 

Will Congress Again Swallow This? 
AVE times changed? What will Congress do this 
winter when asked to add the following exemption 
clause to the bill appropriating money for the enforce- 
ment of the antitrust laws? 

“Provided, however, that no part of this money shall 
be spent in the prosecution of any organization other 
than an organization of public officers or any individual 
other than a public officer for entering into any combi- 
nation or agreement having in view the increasing of 
wages, shortening of hours, or bettering the conditions 
of labor, or for any act done in furtherance thereof, 
not in itself unlawful. Provided, further, that no part 
of this appropriation shall be expended for the prosecu- 
tion of producers of farm products and associations of 
farmers who co-operate and organize in an effort to 
and for the purpose to obtain and maintain a fair and 
reasonable price for their products.” 

By the way, did you notice what President Taft said 
about the “widespread complaint of the high cost of liv- 
ing’? That was in March, 1913, when prices were 
about 50 per cent of those now current. 

It is to laugh. 












Interesting Store Paper Pages—Good Ads on Traps and Guns—The 
Use of the Almanac in House Organ—Duck Shooting 


By Burt J. PARIS 


Featuring a Trap’s Gripping Power 


No. 1 


(1 col. x 7 in.) 


This ad was sent us by R. C. Collins of Collins Hard- 


ware, Parishville, N. Y. 


It is a unique trap ad inas- 


much as it both pictures and describes how it is impos- 


sible for the trapped animal to get away. 


; etl GETItas 
Triple Clutch 
“NIGH GRIP 
It’s easy to make money by Trap 
ping’ ‘if you use “Triple Clutch. 
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The Trap with the wonderful 
holding power. Dont let them 


get away 





§ 


Thers’s no profit if you lose ’em 
Use the pull, gnaw and twist 
proof “Triple Clutch.” 


Let US Please YOU 


Collins Hardware 
PARISHVILLE, N. Y. 


1—Showing how the trap 
grips 





These 


sharp and clear and make 


illustrations are 
the trap’s construction un- 

The 
makes 


derstood at a glance. 
text is brief but it 
a strong impression upon 
the reader who is seeking a 
reliable trap. 

Mr. Collins telis us that 
he gets a great deal of 
good from HARDWARE AGE 
that he this 
department week to 


and follows 
from 
week. 

Mr. Collins brings up a 
point concerning the use of 
He wants to 
know if it is better to run 


a_ slogan. 


a slogan between the name 
and address or above or he- 
low it. 


By all means run 


it above or below. It is 
not good policy to break up 
the name and address by a 
slogan unless the ad occu- 
pies considerable space. 
But in any event a slo 
gan is a great addition to 
the store. It gives a per- 
sonal touch which 
otherwise lacking. 


will be 


No. 
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WINCHESTER 


aw er 


THE DUCK 
SEASON IS 
STILL OPEN 





Mr. and Mrs. 


SOniie day 
for dinner. You 
will certain IN en- 
«1\ their companys 


They make spler 








IMON DANIE 


are ur . Implements 
Corner Beaton St., and Third Avenue, 
Phone 979. 


2—-An invitation to the ducks 


Inviting the Ducks 


x8 in) 


This ad comes to us from David Daniels, advertising 


manager for the Daniels Store at Corsicana, Texas. Mr 


Daniels wants to know what we think of his ad. 
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so much 
so, in fact, that it strikes us as being as nearly original 


The copy is certainly a unique conception: 
as it is possible for an advertising writer to be. 

The ad’s layout is neat and it is easily read. Not 
only have the guns and shells been shown but the flying 
ducks add the final touch which makes the sportsman 
interested at a glance. 


The American Eagle’s Almanac 
11 in.) 

A writer in Harper’s Magazine says we don’t know as 
much about the almanac as we should. He goes on to 
point out that very few people know when the eclipses 
of 1920 occur and how to tell when the moon is in her 
first quarter and when in her last quarter. He also 
states that we would all be better able to prognosticate 
the weather if we followed the notes in our almanacs. 

Perhaps the American Eagle man read this article 
and determined to introduce an almanac in his store 
paper. At any rate, an almanac in a store paper is 
certainly an innovation arid one which we are fain to 
believe will become popular with store paper editors. 
We think the American Eagle man has made a worthy 
contribution to the art of store paper editing. 


No. 3 (8% in. & 


shows us when the sun rises and sets 
and inasmuch as there was an almanac page for both 
January and February in the current number of the 
Eagle, it is interesting to note how the sun keeps rising 


This almanac 


3—An almanae in a store paper 


* 





All the old favorites 
and many new writers 
well be heard from in 
the Spring Buying 
Number of Hardware 


Age out February 5 











earlier and setting later. Also the moon’s phases are 
dated, special days noted and information on the 
weather given. Note that the almanac is made to carry 
several business messages at times when they make the 
greatest impression. 
Keep this almanac page in mind for the next issue 
| of your store paper and be sure to run two 
pages—one for the current month and one 
for the month ahead. 





The American Eagle Almanac , 


A collection of hints and information with Almanac Tables, complied 
rom several Almanacs and other descuiaite ources 


FEBRU ARY 1929. 


bruary 4th 


The mantty of coal makes ao g 


Oil or electric heater a nevessity 


Before the first drop of ral 
or te first’ flake of snow 


buy those Weed Tire Chain 


4rted w hot beds 








‘ 14 The White Mazda Bulb gi 
i light for reading during the ton 


winter evenings 





Wooden Snow 
Shovels 


SNOW SHOVELS 


A New Store Paper—The 
Whetstone 


No. 4 (11 in. x 
This is a page 


15 in.) 
Whetstone, the 
Geo. A. Bul- 


from The 
new store paper 
lock, York, Neb. 

We direct 


items and personais on this page. 


published by 
special attention to the store 
They are 
written in a chatty and human vein and 
cannot but help to draw closer to the store 
When a 
reads an item devoted to his purchase, he 
feels that his trade, 
is a factor in the store’s progress and 
feels this 
it means more business for the store. 
This page 
worth your 
This 
There is 


its circle of customers. customer 


naturally even though 


small, 
development and when a customer 
way, 
from The Whetstone is well 
careful reading. 

consisted of four 
this paper 
improvement. It is not 
concentrate the bulk of the 


Better 


number pages. 


one feature of which 


will bear wise to 


ads on the two 


inside pages. divide them up so that 





me a ' lai An 








Agricultural 
Catalogue 


the first and last pages several dis- 
play ads. On the whole, 
say that The Whetstone 
fully 
tinuous interest to the patrons of 


Hardware Store. 


Carry 
however, we would 
is an ably and care- 
calculated to be of con- 


Bullock’s 


edited paper, 
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This, 


of considerable note. 


THE WHETSTONE 





Hardware 





[SE CCTN ESC UUIETTSe ee eT CesT Vee tease ee eee 


This 3 Fuel Wonder 


Thinks For Itself! 





[2.2 $Oebeeese Sees Oas 
WHEN you use a UniversalCombination Range 
there’s nothing for you to think about, nothing to forget. 
When you want gas for the oven, either alone or with wood or 
do is turn a key’ No parts to change! All done 


coal, all yon 
automaticaty! 


UNIVERSAL 


Keeps your kitchen cool in summer, warm in winter—saves 
fuel, labor, materials—has the incomparable cooking qualities 
of a coal stove and added convenience 
Durable, compact, complete— 


of gas. 
with every convenience 
the housewife likes 
Silver Nickeltrimmings. 

Finished in sanitary 
Blue or Black Porcelain 
Enamel if desired. 

A big value—guaran- 
teed—sold for cash or 
easy payments. Let ns 
show you. 


The Universal Coal and Gas 
seller. They afford the convenience of both coal and gas 
while only occupying the space of one range- | 


Mr. Irwin of Waco, A. W. Bears, C. H. Gillett, D. O. Mar- 
tin, Nels Nelson, Mrs. Lucy Wagner, Victor Lundgren and 
Warren Sturtevant have been recent purchasers. 


| 
| TO THE RESCUE 





We are doing our bit towards sav 


{from the Alamo Farm Light Plant 
Charge it a short while and it will far 
imish all of the light need 
week There are many 
ponent about this plant that are wor 
Call and let us show 


aageaaeaad we 


| thy of mention. 
| you. 

gain in this plant after the 
‘Combination | coal shortage-—it 


| Ask for “Wear-Ever Cleanser’—it 
| will solve the problem of keeping yéur 
}aluminum ware bright and clean 
















| “What did you leam in Sunday 
| school?” asked Grandma 

| “The Lord is my chauffeur, I shall 
j not walk,” answered small Willie. 

| Kitchen utensils, when made of 
bright, shining aluminum, cease to be 
symbols of drudgery They 
ornaments and contribute largely 
ithe happiness of the housewife 


to 


| Some men are born with black eyes 
others have to fight for them 

Anybody can cut prices, but it takes 
brains to make a better article. 


We sell the Duplex Fireless Stove 
The greatest convenience you ever had 
;in your kitchen, and just the thing for 
Range is proving a popular {2 Christmas gift. 


| See ue for a Fairbanks-Morse En- 
| gine. 

| We sold Mr. Homer Koons a 10h. p 
type Z engine for his new elevator 
jrecently built at Houston. 


We also furnished the engine which 





BUY THE USEFUL GiFt 


This year perhaps more than ever 


before, you will be wanting to buy the 
Christmas gifts which will be both use- | 


Mr. J. J. Rayles, corner of Fifth | pumps the water for the swimming 
street and Academy avenue, recently | pool, known as “Stein’s Beach.” 
bought of us a fine pipeless furnace 

—_—— ;the Fairbanks-Morse engine whose 
We also installed a pipeless furnace | names we will be glad to furnish as 


THE ALAMO FARM LIGHT PLANT 


‘ing coal by using what light we need 


for a] 
excellent | 


Someone may have a handsome bar- 
present 
will pay you to in- 


| Remember the name—“The Alamo” 
|—“The Packard of the Light Plants.” 
| . 
j 


become | 


| We have a number of farmers using | 


ful and practical. Our elegant line of|in the new bungalow built by G. W.| reference 
aluminum and other fancy metal wares | Lundgren, on Burlington avenue, be- See the Fairbanks-Morse before you 
will furnish just what you are looking tween Eighth and Ninth streets buy 
for eee 
We have an unusually large stock, Mr. and Mrs. Victor Lundgren are; ¢¢7 1 to myself, sez I, 
from which to make your selections occupying this pleasant little home The Campbell's the Purnace to buy 


Do your Christmas shopping as soon}and began housekeeping by purchas 


as possible as it will be almost impos- ing of us one of the new popular Coal 


sible for us to duplicate the articles | 4nd Gas Combination ranges 
let 


We old furnace from 
the house recently purchased by Carl 
Peterson on York avenue and Eighth 


now in «tock Come in and us 


show you removed the 


Percolators 





7m Pots 
Sandwich Trays street, and put in its place a fine new 
Crumb Trays | Riverside furnace. 
Syrup Pitchers 
Casseroles Mr O. M. Chambers is using a 
Coffee Pots (Green's Colonial furnace, which he had 


the good judgment to have put in ear 
ly in the season 


Pie Servers 
Trays 
Aluminum Roasters | 


Serving 


Salad and Fruit Bowls Early in the season we completed 
Pans, Kettles, Griddles, Skillets |the plumbing and heating im the resi 
and Kitchen Utensils of All Sorts dence built by Mrs. Ammer. We in 
Se stalled for her an Ideal Wrot Steel 

| furnace 


WE SELL COMMUNITY SILVER. 


3am Sterling decided to do away; We removed the worn out furnace 
with the trouble of setting up and tak Her 
ing down bis trusty old baseburner|™an Klone and “fitted him out with a 
every year, and bought from us an| new Campbell 
Ideal Wrot Steel furnace for his Ne-| 
braska avenue home. | 


from the house occupied by Mr 


WE'SELL COMMUNITY SILVER. 


Mr. Paris assures us, is a store paper worthy 
He points out its many attractive 


features such as the personal touch, the chatty style and 


excellent arrangement and its general appearance. 


The 


use of store papers is becoming more and more universal 


WE SELL COMMUNITY SILVER. 


You 
“Campbell's 


don't have to be 21 to buy 


at Bullocks—(furnaces) 


Mr. R. W. Read found himself in 
need of a new furnace. We removed 
the old one and put in a Campbell in 
ita place 
~ Mr. Geo. Shreck has keen remode 
ing the Carpenter house, which he pur- 
chased and moved from the new High 
We furnished him one of 
the largest size Green's Colonial fur 


naces 


School site 


The next time you happen to drop 
that ring down the register 
yourself for not having a Campbell 
Brick Sett Furnare—All 
do is to open a door and go right in 
side and pick it up. 
| What difference does it make to us! 

if the country Is dry’—We sell Camp- | 
| bell furnaces. | 


swear at 


you have to 





and hardly a week passes but a new one is brought to 
the attention of this department. 
ning to see that much business can be gained by their 
use and the cost is but a trifle. 


adopt a similar plan. 


]-Someone 


BUY A COLEMAN LAMP 





Just the thing for a Christmas gift 
and one which will be enjoyed by the 





entire family 
Good light in the home is a wise in 


vestment. It brings more retyrns than 


| 

| 

| cattle, hogs or chickens 
It and 


\« ach member of the household 


pleasure t& 
Many 
| otherwise well furnished and comfort 


affords comfort 


| able homes are unattractive at night 
| because they are poorly lighted 

| Parents too often forgét this detail 
jin furnishing a home. They are apt 
lto get along with the old lamps, thus 
|nastening their own failing sight and 
| causing injury to the the 
| younger members of the family 

| It is poor economy to use an out of 
| date oll lamp when a Quick Lite giv 
ling 300-candle power of bright white 
| light can be obtained at a reasonable 


eyes of 


| price 
| The Coleman lamp is safe and eco 
}nomical and will furnish you a light 
| equal to electricity 

Remember, that the brighter, the 
|hients at home the less tempting are 
|the “bright lights” abroad. 


A number of York business men 
| have been lighting their places of bus 
jiness with Coleman lamps since ‘he 


TRY ONE. 


WE SELL COMMUNITY SILVER. 





coal shortage 


Some of these home owners will be 


|having “Campbellitus” if it gets much 
|colder. A Campbell furnace will solve 
jthe cold problem for you 

| oe * 

|} A D. Lewis, who has built a new 
| bungalow just west of the High School 
| building, also provided himself with a 
| Green's Colonial furnace 

| We are taking out the old turnace 
|from the residence of Mr. Thos. Van 
|Decar and installing for him a new 
Mueller 


WE SELL COMMUNITY SILVER. 

There are places where a camel is 
indispensable—on the desert and ir 
the basement of the economically in 
|clined man’s home —meaning by the 
latter—a Campbell furnace. 


WE SELL COMMUNITY SILVER. 
The Fourteenth Decennial Census is 
to be taken during the month of Janu 


ary, 1920 

} The Constitution of the United 
States requires that a census of the 
United States be taken every ten 


this means that the 
of members of the 
entatives*is made ¢ 


It is by 
apportionment 
House of Repre 
to states 


years 


to think about 
rculosis buy Red 
sible- for 
thinking for 





If you are too bus 
the rave tube 
Cross Seals and make ¢t 
to do the 


zes of 





pos 
else 


you 














Dealers are begin- 


Every live store should 
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Activity in 


HARDWARE AGE 


every Building 





~~. ts 


swings on HINGES 


In and out! Open and shut, door after 
door responds to your desires. And 
hinges make doors possible. 

From the time you bound out of bed 
till you retire—doors, doort;) DOORS, 
continually serve you. The home, the 
office, the factory, the public buildings— 
all are made serviceable by doors. 

And hinges make doors possible. 

Think how many times each day you 
unconsciously bring hinges into play. Un- 
noticed and forgotten thev serve the need 
for which they are created. 

They demand noattention. No repairs. 
Blending into the needs of everyday life, 


For more than 50 years the McKinney 
Manufacturing Company has produced 
hinges and butrs which swing effectively, 
unnoticed, unassisted —without a squeak. 


During this time McKinney hinges and 
butts have filled every hinge need. From 
the common berry crate and tiny cabinet 
door to the huge industrial gate and 
cathedral portal —there is a’ McKinney 
product of proper beauty and design to fir 


Remember! When you build or repair, 
the little hinge item may seem small, but 
it grows big in its unfailing usefulness year 
after year. See that the name“ McKinney” 
is stamped on the hinges or butts you 

















This striking advertisement 
appears in the January 10th 
issues of The Saturday Even- 
ing Post and The Literary 
Digest. In these two pow- 
erful publications it carries 
a message from McKinney 
Dealers tomore than 3,000,- 
000 wide-awake readers 
and prospective customers. 
At the same time other full 
page advertisements are ap- 
pearing in Architectural and 
Builders magazines. All 
these advertisements willbe 
followed monthly by others 
—all planned to make it 
easier for our dealers to sell 
McKinney products. It’s a 
big advertising campaign 
for YOU. Back it up to the 
last word! 





work quietly yet thoroughly. What better uestion for life. 


test is there for quality? 


Also mawufacterers of McKivary 
garage and farm building door 
hardware, furniture hardware 
and McKinney One- Man Truck 





_* 1 andl elie 


McKinney hinges and butts do their buy. Then vou have settled the hinge 
The hinge is vital. Ir 
eserves your attention. 


MCKINNEY 
Hinges and Butts 


McKINNEY MANUFACTURING CO., Pittsburgh. WESTERN OFFICE, State-Lake Hidg.,Chicago. EXPOKT REPRESENTATION | 




















Good News! 


For fifty years the name McKinney has 
been known to the trade. Now a huge 
advertising campaign is telling millions the 
story of McKinney hinges and their allied 
products. You, asa dealer, can profit by 
this advertising. Talk McKinney! 








McKINNEY MANUFACTURING CO., Pittsburgh. 


McKinney Products have set a standard in 
the past. McKinney Advertising will im- 
press this fact on your customers. Be sure 
you are recognized as local Headquarters 
for McKinney Products. Let your cus- 
tomers know youcarry the McKinney line. 


WESTERN OFFICE, State-Lake Bldg., Chicago. 


Export Representation. 


Also manufacturers of C 
McKinney garage and 


farm building door- 
hardware, furniture 
hardware and McKin- 
ney One-Man Trucks. 






Hinges and Butts 





Products Being Placed on the Market by Hardware Manufacturers 


‘*‘Save-a-Hand’’ Wringer 
Guard 


The United Sales Company, 13013 
Kinsman Road, Cleveland, Ohio, has 
recently placed on the market a hand 
guard for electric wringing machines, 
known as “Save-a-Hand” Wringer 
guard. 

This attachment is interchangeable, 
that is, it can be attached to either 
side of the wringer within a few sec- 
onds. The thumb screws which fasten 
the “Save-a-Hand” guard are in a 
handy position. No tools of any kind 
are needed. 

In feeding the clothes into the 
wringer this can be done from either 
side or from the corner of the carrier 
plate. The carrier plate automatically 
releases or returns while the clothes 
are passing over it, and is then ready 
for the next piece. The distance of 
the hand from the mouth of the rolls 
is four inches. The piece to be wrung 
out is laid on the carrier forward, 





Save-a-Hand Wringer Guard 


allowing the rolls to take hold, keeping 
the fingers at a safe distance at all 
times. 

When putting on the carrier plate 
all that is required is to make sure 
that the upper end of the plate is in 
the center of the roll. Then it is 
only necessary to fasten the thumb 
screws. 

In operating this device only one 
hand is used. When the clothes are 
ready to be wrung all that is neces- 
sary is to pick up the article with the 
:ct facing upward, and the piece lying 

the hand. 


New Jack-Knife 


The Box Knife Company, Bridge- 
port, Conn., is distributing to the 
trade through Geo. Walter Davis of 
258 Broadway, New York, a new jack- 
knife that is already causing a good 
deal of interest among eastern buyers. 

This new knife is a 3% inch jack 
with handle coverings in either 
fancy or plain shell celluloid. It has 
three brass rivets, is steel lined and 
cleaned inside. The two blades are of 
good quality steel, glaze finished with 
keen even edges. The larger blade is 
2% inches long and the small one 2 
inches. 

















New Jack lénife 


The spring is full length and ac- 
curately adjusted. The back is pol- 
ished. . 





Improved Electric Vacuum 
Cleaner 


The Wise-McClung Manufacturing 
Company of New Philadelphia, Ohio, 
placed on the market a short time ago 
an improved electric vacuum cleaner 
combining pleasing lines with efficiency 
and sturdy construction. The ellipti- 
cal opening in front of the nazzle is 
an exclusive patented feature. This 
construction permits the machine to 
remove all manner of refuse from floor 
coverings, such as strings, ravelings, 
lint. ete. 

The end vents allow the operator 
to clean right up to baseboards. The 
nozzle brush is of special design and 
propelled by a rubber belt connected 
with a carrier wheel, which the manu- 
facturer claims is “trouble proof.” 
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Reading matter continued on page 110 


‘ 

The front wheels are of rubber, in- 
suring noiseless operation and protec- 
tion to hardwood floors. The trip lever 
method used to make or break the 
current with the tip of the shoe is 
identical in construction as originally 
adopted, which the manufacturer as- 
serts is the best that can be devised 





The America Electric Vacuum Cleaner 


The casing and fan are made of 
aluminum, the latter having six 
blades. The base is supported on 
three small wheels, the rear one 
being adjustable so that the nozzle 
can be raised or lowered for carpets 
having naps of different length. The 
machine will go over furniture eight 
inches high. There are eighteen feet 
of flexible connection cord and eight 
feet of hese for the attachments of 
the special tools, which are directly 
connected with the fan chamber and 
so make an economic and complete use 
of the suction force. 

The bag is conveniently emptied 
because of the fact that it opens only 
at one end of the metal bars at the 
mouth which make it possible to hold 
the bag down by the feet: 

The motor is vertically mounted. 
This type is supposed to be somewhat 
less durable than the horizontal motor, 
but it is shown this one only heats to 
23 degrees Fahrenheit in half an hour 
of continuous running, and 35 degrees 
is considered permissible. 
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You Can’t Expect “Slidetite”’ 
Results from Your Garage 
Door Hardware 


Every ‘‘Slidetite’’ Garage Door Hanger is furnished 
with a brass label bearing the word “‘Slidetite’’ and trade- 
mark of the Richards-Wilcox Manufacturing Company. 

None genuine without it. 

Be sure that your sliding-folding garage door hardware bears the “‘Slidetite” 
trade-mark — it stands for strength and durability, careful workmanship, accurate 
alignment, smooth operation, economical service, permanent satisfaction. 

Made for any garage doorway, private or public. Embodies more advantages 
for the garage user than any other style of door hardware made. 

We will furnish you leaflets bearing your 
firm name, for counter use and inserting in let- 
ters to your customers and prospective cus- 
tomers; folders showing pictures of actual 
installations; colored display signs; movie 
slides; street car signs, and ready-to-use adver- 
tising plates for your local newspaper. 





Write for catalog UA-13, which describes 
‘*Slidetite’’ and other styles of unexcelled 
Sliding Door Hardware for garages. 


=a) Richards-Wilcox Mf = 








- “A Haneer for any Door that Slides.’ 
BOSTON 


surrey | CHICAGO, At; RPORA,ILLINOIS,U.S.A. New vorx 


LOS ANGELES MINNEAPOLIS 
PHILADELPHIA LONDON.ONT. ——————_—s_— SAN FRANCISCO 


























The Ingram Triple Seal 
Piston Rings 


These rings show what is perhaps 
an entirely new thought in design of 
a two-piece piston ring. They are 
two-piece rings (two types, regular 
and De Luxe) which are inserted into 
piston grooves as one-piece rings and 
are securely sealed at three points and 
locked by a lip, thus preventing either 
of the rings oscillating over the other 
and opening joints. The locking lip 
is not an extra part but is cast as part 
of the ring itself. Owing to the lock- 
ing lip securely sealing the joint of 
the lower ring, while it permits of 
equal expansion, it at the same time 
provides a continuous seal at both 
joints, which prevents the leakage of 
compression and by-passing of lu- 
bricating oil. When the joints-of the 
lower ring opens any distance, the 
opening is protected by the entirely 
closed upper ring at the point of its 
positive locking device, the lip. When 
the ends of the upper ring open any 
distance on the other side, opposite 
the locking lip, they are sealed by the 
lower ring. These rings are sealed at 
three points—over the face and back 
of the joints. They have equal con- 
traction and expansion their entire 
circumferences and give perfectly 
equalized contact with the cylinder 
wall. 

The Ingram Triple Seal piston rings 
are made from individual castings, of 
a special mixture of gray iron, and 
are manufactured to a high degree of 
finish by improved methods by which 
the manufacturers claim accurate 
sizes and 100 per cent of their rings 
true round shape, entailing the least 
effort and the saving of labor in fit- 
ting. 

The lower ring is offset, over which 
the upper ring snugly fits, and sur- 
faces of rings are provided with oil- 
retaining grooves. The upper ring 
has a lip that locks the two rings and 
prevents one ring from sliding around 
the other and opening ends. The 
locking lip also securely locks both 
rings against any upward or down- 
ward motion at the joint. The down- 
ward pressure of the expanding gas 
will distort at the joint an ordinary 





DeLuxe Type Disassembled 





Ingram Triple Seal 
Piston Ring De Luxe 


ring not securely locked and cause 
either end of the joint to be pressed 
downward and outward by the power 
stroke and upward and outward by 
the compression stroke, thus creating 
a very free recess for by-passing lub- 
ricating oil and leakage of compres- 
sion back of the joint, besides the ends 
of the joints will wear ragged and 
score the cylinder walls. Such a con- 
dition is not possible with the Ingram 
Triple Seal rings, because they are 
securely locked by the solid lip at 
three points of seal,’ against any 
lateral or upward and downward 
opening or distortion at the joints. 

When cylinders wear larger in the 
course of long usage it is not neces- 
sary to regrind cylinders on account 
of the perfect wearing contact of 
these rings on cylinder walls, which 
is due to the extraordinary long life 
of the rolled radial tension put into 
the rings. And also due to their per- 
fect expansion and contact all around 
the cylinder wall they show the least 
tendency to rub and wear the cylinder 
wall “out of round.” The radial ten- 
sion is put into the rings by the roll- 
ing method, which also rolls the name 
of the ring on the innerside. This 
method is patented and used exclusive- 
ly by the manufacturers of these 
rings. 

It is quite generally conceded that 
most of the accumulation of carbon in 
an engine is caused by the by-passage 
of the lubricating oil beyond the 
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Do You 
Realize that 
this Is the 
Very Season 
to Stock 
Your Motor 
Accessories ? 











piston rings; and the leakage of com- 
pression and by-passage of oil with 
these rings are limited to a maximum 
of two per cent. 


The Triple Seal (De Luxe type) 
has a right angle, positive interlock- 
ing concentric seal. The regular type 
is provided with an eccentric lock- 
ing seal, with practically the same 
action as the De Luxe type. 

Manufactured by The Ingram 
Motor Company, Globe Building, 800 
Broad St., Newark, N. J. 





The A-B-C of Ford Motor 
Repairing 


A Kittle technical book prepared by 
F. D. Hennessy, president and manager 
of the Iowa State Automobile and 
Tractor School, has been published 
by Albertson and Company, Sioux 
City, Iowa, giving complete illustrated 
directions for using the “Little Sioux” 
Ford tool set so that any person with- 
out mechanical experience may repair 
a Ford motor.with some degree of 
efficiency. The book contains 32 pages, 
23 of which are illustrated with photo- 
graphs showing various operations re- 
quired to dismantle the engine. The 
text explaining each operation is clear 
and concise. 
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THREE FLAG RECORD 


From Canada‘to Mexico, with side car and passenger 
| 1714 miles in 65 hours and 53 minutes, beating the 
train time by 14 hours—the automobile speed record 
by 32 hours, and almost equalling the motorcycle solo 
record. All this by Cannonball Baker HER 
CULES spark plugs as equipment. 
Through sand and mud, over boulevards and mountain 
trails, a course notoriously difficult with every variety 
of climate, weather, road and altitude and every condi- 
tion adverse to his undertaking, Baker finished the 
run with motor in perfect condition and still ready for 
more. 
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Chis is a record, but not an unusual achievement for 
HERCULES plugs, every one of which is built to 
maximum performance. 

Eclipse Manufacturing Company 
Indianapolis U.S. A. 
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Notes of the Retail Hardware Trade 


OXNARD, CaL.—J. E. Shillington, owner of the stock of the Ox- 
nard Hardware & Implement Company, has made several im- 
provements in his store building and added a line of toys. 


VaLposra, Ga.—The partnership between Newson Scruggs and 
H. T. Scruggs, of the Scruggs Hardware Company, has been dis- 
hcg Newson Scruggs will continue the business under the 

rm name, 


AUBURN, ILL.—The Pierce Hardware Store is purchaser of the 
hardware stock of E. L. Landon. 

BUNKER HILL, ILL.—A. L. Jacobi requests catalogs on a general 
kine of hardware. 


GREENUP, ILL.—The Greenup Hardware Company has been in- 
corporated with a capital stock of $10,000. The incorporators 
are M. M. James, W. B. Garrett and W. W. Rothrock. The new 
concern will carry a stock of automobile accessories, baseball 
goods, bathroom fixtures, bicycles, buggy whips, builders’ hard- 
ware, building paper, children’s vehicles, churns, cream separators, 
crockery and glass, cutlery, dairy supplies, dog collars, dynamite, 
electrical household specialties, fishing tackle, furnaces, galva- 
nized and tin sheets, gasoline engines, hammocks and tents, har- 
ness, heating stoves, heavy farm implements, heavy hardware, 
home barbers’ supplies, lime and cement, lubricating oils, me- 
chanics’ tools, paints, oils, varnishes and glass, plumbing depart- 
ment, poultry supplies, prepared roofing, pumps, ranges and cook 
stoves, refrigerators, sewing machines, shelf hardware, silver- 
ware, sporting goods, tin shop, toys, games, wagons, buggies and 
washing machines. 

PRINCEVILLE, ILL.—German & Friedman, who have been in the 
hardware business for the past 29 years, have disposed of their 
interests to George Timmons & Son. 

BRIGHTON, Iowa.—W. B. Robison, purchaser of the Foster 
hardware store, requests catalogs on a general line of hardware. 


GOODELL, lowa.—T. M. Hamilton has opened a hardware store, 
carrying a complete stock. 


Srocron, Kan.—Buford Tutor has bought the J. G. Adams 
hardware store. 


Berea, Ky.—The S. E. Welch Department Store, in business 
for the past 27 years, has incorporated a new hardware business, 
to be known as the Richmond-Welch Company. A complete line 
of hardware and implements is-carried, on which catalogs are re- 
quested. 

FrostspurG, Mp.—R. O. Layman has started in business here, 
dealing in bicycles, builders’ hardware, building paper, children’s 
vehicles, churns, cream separators, cutlery, dog collars, galva- 
nized and tin sheets, heating stoves, linoleum, mechanics’ tools, 
oil cloth, paints, oils, varnishes and glass, prepared roofing, 
pumps, ranges and cook stoves, shelf hardware, silverware, toys, 
games and washing machines. Catalogs requested on roofing 
paper and shelf hardware. 


Detroit, Micu.—J. M. Nivison has disposed of his business at 
1939 Grand River Avenue to the G. Robertson Hardware Com- 
pany, and opened another store at 206 Columbus Avenue. 

Borup, MInn.—The Denny hardware store has been sold. The 
Peppel Hardware Company, the purchaser, will handle a line of 
automobile accessories, baseball goods, belting and packing, buggy 
whips, builders’ hardware, children’s vehicles, churns, cream sepa- 
rators, cutlery, dairy supplies, dog collars, dynamite, fishing tackle, 
furnaces, galvanized and tin sheets, gasoline engines, hammocks 
and tents, harness, heating stoves, heavy farm implements, heavy 
hardware, home barbers’ supplies, lubricating oils, mechanics’ 
tools, paints, oils, varnishes and glass, pumps, ranges and cook 
stoves, shelf hardware, silverware, sporting goods, wagons, bug- 
gies and washing machines. 


MorrRIstOwN, MINN.—The Morristown Hardware Company, 
purchaser of the business formerly conducted by E. R. Taylor and 
Beardsley, plans on making improvements in its new store build- 
ing. Catalogs are requested on the following lines: Bathroom 
fixtures, belting and packing, buggy whips, builders’ hardware, 
children’s vehicles, churns, crockery and glass, cutlery, dog col- 
lars, electrical household specialties, fishing tackle, furnaces, gal- 
vanized and tin sheets, gasoline engines, hammocks and tents, 
harness, yd farm implements, heavy hardware, home barbers’ 
supplies, kitchen housefurnishings, lubricating oils, mechanics’ 
tools, paints, oils, varnishes and glass, plumbing department, 
pumps, ranges and cook stoves, refrigerators, sewing machines, 
shelf hardware, silverware, sporting goods, tin shop, wagons, bug- 
gies and washing machines. 


VERNON CENTER, MINN.—The Brown-Pattridge firm, composed 
of Robert Brown and Archibald Pattridge, have established them- 
selves in business here. Their stock includes automobile acces- 
sories, belting and packing, builders’ hardware, children’s ve- 
hicles, churns, cream separators, cutlery, electrical household 
specialties, fishing tackle, furnaces, galvanized and tin sheets, 
gasoline engines, heating stoves, heavy farm implements, heavy 
hardware, lubricating oils, mechanics’ tools, paints, oils, varnishes 
and glass, pumps, ranges and cook stoves, shelf hardware, silver- 
ware, wagons, buggies, and washing machines. Catalogs re- 
quested on a general line of hardware, implements and tractors. 

GREENFIELD, Mo.—E. L. Hirst & Co. request catalogs on auto- 
mobile accessories, baseball goods, belting and packing, buggy 
whips, builders’ hardware, building paper, children’s vehicles, 
churns, cream separators, crockery and glass, cutlery, dairy sup- 

lies, dog collars, fishing tackle, galvanized and tin sheets, gaso- 
ine engines, hammocks and tents, harness, heating stoves, heavy 
farm implements, heavy hardware, lubricating oils, mechanics’ 
tools, paints, oils, varnishes and glass, poultry supplies, prepared 
roofing, ranges and cook stoves, sewing machines, shelf hard- 
—_ silverware, sporting goods, wagons, buggies and washing 
machines. 

Warsaw, Mo.—c. E. Puthuff has disposed of his stock to the 
Farmers’ Supply Company. 

Canpor, N. Y.—The interest of F. L. Heath of the firm of F. 
L. Heath & Son, who recently died, has been sold to D. G. La 
Grange. Heath & La Grange will be the new firm name. 

Le Roy, N. Y.—T. C. Smythe has been succeeded by Heaman 
& Boweman, Inc. 


CLINTON, OkLA.—The Bruce Hardware Company has_ bought 
the stock of the Calmes-Tooker Hardware Company, and added 
a line of automobile accessorieg, 


STILLWATER, OKLA.—The Loy-Reed Hardware Company, com- 
posed of A. T. Loy and Paul W. Reed, has taken over the stock 
of hardware and harness of the Willis Hardware Company. The 
new concern requests catalogs on the following: baseball goods, 
bathroom fixtures, bicycles, buggy whips, builders’ hardware 
building paper, children’s vehicles, churns, cream _ separators, 
crockery and glass, cutlery, dairy supplies, dog collars, dynamite, 
fishing tackle, galvanized and tin sheets, gasoline engines, ham- 
mocks and tents, harness, heating stoves, heavy farm implements, 
heavy hardware, home barbers’ supplies, lubricating oils, me- 
chanics’ tools, oil cloth, paints, oils, varnishes and glass, pum 
ranges and cook stoves, refrigerators, sewing machines, shel 
hardware, silverware, sporting goods, tin shop, toys, games, wag- 
ons, buggies and washing machines. 

ASTORIA, OREGON.—The Foard & Stokes hardware stock is now 
owned by the Creasey-Anderson Company, which requests cata- 
logs on building, plumbing and heating supplies, cordage, shelf 
hardware, etc. 

BEAVERTON, OREGON.—The Beaver Garage & Hardware Com- 
pany has been incorporated with a capital stock of $5,000 to 
deal in automobile accessories, baseball goods, bathroom fixtures, 
belting and packing, buggy whips, builders’ hardware, building 
paper, churns, cream separators, crockery and glass, cutlery, dairy 
supplies, dog collars, electrical household specialties, fishing tackle, 
furnaces, furniture department, galvanized and tin sheets, gaso- 
line engines, hammocks and tents, harness, heating stoves, kitchen 
cabinets, kitchen housefurnishings, lubricating oils, mechanics’ 
tools, paints, oils, varnishes and glass, prepared roofing, ranges 
and cook stoves, refrigerators, shelf hardware, silverware, sport- 
ing goods and washing machines. W. H. Boyd, A Sturn and 
L. Howard are the incorporators. Catalogs requested on auto- 
mobile accessories. 


INDEPENDENCE, OREGON.—The firm of Craven & Huff, which 
has been in business for many years, has dissolved partnershi 
Mr. Craven has taken over his partner's interest. William 
Craven is the new name, 


WALLOWA, OREGON.—Marion R. Womack has bought the stock 
of the Valley Hardware Company. The name of the concern 
will remain unchanged, and catalogs are requested on baseball 
goods, buggy whips, builders’ hardware, building paper, children’s 
vehicles, churns, cream separators, cutlery, dairy supplies, dog 
collars, dynamite, fishing tackle, galvanized and tin sheets, gaso- 
line engines, hammocks and tents, harness, heating stoves, heavy 
hardware, kitchen cabinets, lime and cement, lubricating oils, 
mechanics’ tools, paints, oils, varnishes and glass, prepared roof- 
ing, pumps, ranges and cook stoves, shelf hardware, sporting 
goods, tin shop, wagons, buggies and washing machines. 


ELK Lick, Pa.—E. E. Haselbarth is now sole owner of the 
hardware business of C. R. Haselbarth & Son. He will continué 
the business under his own name, and requests catalogs on the 
following lines: Automobile accessories, baseball goods, oe 
buggy whips, builders’ hardware, building paper, children’s 
hicles, churns, cutlery, dog collars, dynamite, electrical household 
specialties, fishing tackle, furnaces, furniture department, galva- 
nized and tin sheets, hammocks and tents, harness, heating stoves, 
heavy hardware, home barbers’ supplies, iron beds, kitchen cabl- 
nets, kitchen housefurnishings, lime and cement, linoleum, 
lubricating oils, mechanics’ tools, oil cloth, paints, oils, varnishes 
and glass, plumbing department, poultry supplies, prepared 
ing, pumps, ranges and cook stoves, refrigerators, sewing ma- 
chines, shelf hardware, silverware, sporting goods, tin shop, toys, 
games and washing machines. 


HIGHTSTOWN, N. J.—The Hightstown Hardware Company has 
been incorporated to conduct both a wholesale and retail business 
in automobile accessories, baseball goods, bathroom fixtures, bl- 
cycles, buggy whips, builders’ hardware, building paper, children’s © 
vehicles, churns, cream separators, crockery and glass, cutlery, 
dog collars, dynamite, electrical household specialties, fishing 
tackle, galvanized and tin sheets, gasoline engines, hammocks 
and tents, harness, heating stoves, heavy farm implements, heavy 
hardware, home barbers’ supplies, kitchen cabinets, kitchen house 
furnishings, linoleum, lubricating oils, mechanics’ tools, oil cloth, 
paints, oils, varnishes and glass, poultry supplies, prepared roof- 
ing, pumps, ranges and cook stoves, refrigerators, shelf hard- © 
ware, silverware, sporting goods, toys, games, wagons, buggies 
and washing machines. 

ELYRIA, OHIO.—The City Hardware Company, 250 Broad Street, 
has remodeled its store and installed up-to-date store fixtures® — 
Catalogs requested on builders’ hardware, electrical goods and ap 
Ppliances, contractors’ and factory and mill supplies. 

UNIONVILLE CENTER, OHIO.—Diehl & Loschky have recently suf- 
fered a fire loss. 

Corry, Pa.—The Barlow Hardware Company, doing both & 
wholesale and retail business, has made extensive improvements 
in its store and put in a modern window front. 

MoNESsEN, Pa.—The Monessen Hardware Company, which 
bought the stock and fixtures of the Harris Hardware Company, 
is now occupying the latter’s store building. : 

MounT PLEASANT, Pa.—Charles V. Patterson is now sole owne?f 
of the hardware business conducted for many years under the 
name of T. C. & C. V. Patterson. The store room has been ef: 


larged, and a complete line of toys added. Catalogs are requested 
on a general line of hardware, stoves and aluminum ware. 

BeresFrorp, S. D.—W. C. Duea has sold an interest in thé 
hardware business here to J. J. Nygaard. Nygaard & Simmons 
is the new firm name. 


8. D.—The implement stock of A. H. Peterson has beet 


BRANDT, 
bought by H. G. Blegstad. 

Laks City, S. D.—The Torkildson Brothers Company has bee® 
incorporated with a capital stock of $50,000 to deal in autome 
bile accessories, belting and packing, electrical household speciai- 
ties, gasoline engines and lubricating oils and mechanics’ too 
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